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Like InAwiance Edition 


YOU'RE WITH 
NEW ENGLAND MUTUAL? 


YES, 
NEW ENGLAND LIFE, 
THAT IS. 


TO AVOID CONFUSION 
WITH ALL SORTS OF 
OTHER MUTUALS. 
BESIDES, 

“NEW ENGLAND LIFE” 
IS EASIER TO SAY 
AND TO REMEMBER. 


HOW COME? 


COMPANY 
CHANGED 
ITS NAME? 


NO, 
JUST CHANGED 
THE EMPHASIS. 


YES, 

AND MUTUALITY 
WILL ALWAYS BE 
IMPORTANT TO US; 
WE’RE SIMPLY 
GOING TO GET MORE 
OUT OF Stee 


.& 8. 


BUT YOU 
WERE THE 
FIRST 
MUTUAL LIFE 
— 


NEW ENGLAND 
Midd LEE eee 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—18635 
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"9 for at 21° 


PROTECTION FOR 
CHILDREN ISSUED AGES 
O THROUGH 14 


QUINTUPLES COVERAGE AT 
AGE 21— ANNUAL PREMIUM 
NEVER CHANGES 


for example: 


$5,000 PROTECTION 
AGE 1 TO 21* 


automatically increases to 


$25,000 PROTECTION 
AGE 21 TO 65 


then 

AT AGE 65 
$125 MONTHLY 
FOR LIFE 


(ten years certain) 














STOCK NAME: JIPS— $5,000 
*In New York State the Death 














7 Benefit prior to Age 5 is the 
5 premiums paid, with interest, at 
a the rate of 244% compounded 
Pe annually. 
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THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS ... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 


@ Complete line of Life Insurance policy contracts from birth to age 70 with full 
death benefit from age 0 on juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual and Family Hospitalization contracts. 

@ Complete substandard facilities. 

@ Educational program for fieldman. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in Califorinia, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


| NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


R. D. ROGERS, C.L.U., DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 


































WHY WAIT? 








SOME DAY, most standard Group hospital, 
surgical and medical plans may offer all these 
benefits: 





A separate Malignancy benefit for Cancer 


A Physiotherapy, X-Ray and Radium bene- 
fit for non-malignant conditions 


A Prescription benefit that pays for pre- 
scribed drugs and medicines 

A Specified Disabilities benefit providing 
up to $3,000 for treatment of certain “dread 
diseases” 

A benefit paying 75% of the cost of artifi- 
cial limbs replacing losses occurring while 
insured 

A benefit paying 50% of special nurse ex- 
pense 


Some day? Why wait? Occidental’s standard 
group hospital, surgical and medical policies 
offer all these benefits—today! 


“A Star in the West..."% 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 











More On Management Methods 
(Another BELL-ringer.) 


Out of a great agency—from the gifted pen of a fabulous 
agency-builder comes the new Hugh Bell book: MORE ON 
MANAGEMENT METHODS. This is book II of the Bell 
library; an exciting sequel to the original Hugh Bell’s Book 
of Management Methods. 

In this new book are the things Hugh Bell didn’t say in the 
first book—the ideas he didn’t have room to include—his 
answers to the many requests for further discussion of the 
principles and practices he employs in running a top-flight 
agency. 

Agency Management — Agent Training — Supervision — 
The Manager Himself — all are interestingly covered in this 
great new book. More than 300 idea-packed pages. Prompt 
shipment now being made. Single copy, $4.85. 


pon: 
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Woodard to Succeed 


Rowland as LOMA 
Managing Director 


New Executive to Take Post 
in Nov., 1956, When 33-Year 
Veteran Enters Retirement 





Lawrence Ray Woodard, secretary of 
Life Office Management Aassn., will 
become its managing director upon the 
retirement of Frank L. Rowland in 
November of 1956 after 33 years of 

; ~ service. 

Gerard L. Soel- 
ter, vice-president 
of Southwestern 
Life and president 
of LOMA, declared 
at the 3-day an- 
nual conference of 
the association at 
Edgewater Beach 
hotel in Chicago: 

“It is fortunate 
for us that his 
closest associate in 
the staff office is 


so well qualified to assume Mr. Row- 
land’s responsibilities. The highlight 
of my 12 months as president of the 
association is the pleasure it gives me 
to announce that the board of directors 
has unanimously elected Mr. Ray 
Woodard to succeed Mr. Rowland 
upon his retirement.” 


Action was taken to assure con- 
tinuity of administration and executive 
direction and the smooth transfer of 
duties at the time Mr. Rowland re- 
linquishes the post in 1956. 

Mr. Rowland plans at that time to 
engage in consulting work for foreign 





L. R. Woodard 





OFFICERS ELECTED 


President—Warren J. Moore, execu- 
tive vice-president Old Line Life. 

First vice-presi- 
dent—J. Howard 
Ditman, vice-pres- 
ident and comp- 
troller New York 
Life. 

Second vice- 
president — Peter 
McDonald, vice- 
President and sec- 
retary Crown Life 





of Canada. - 
Directors — J. Aires, 
McCall Hughes, w 4) Moore 


vice-president and 

comptroller Mutual of New York; 
Charles B. Laing, vice-president Pru- 
dential; Harold P. Stebbins, vice-presi- 
dent and secretary Bankers Life of 
Nebraska; and Gerald L. Soelter, vice- 
president Southwestern Life, ex-officio 
director as immediate past president of 
LOMA. 





companies during several months of 
the year, but will be available to the 
life insurance business as a consultant 
during a part of each year. 
Mr. Wocdard joined LOMA in 1928 
(CONTINUED ON PAGE 19) 
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Ordinary Sales of 
$47 Billion by ‘65 
Seen by Shanks 


NEW YORK—If the life insurance 


business 


mencnres up to the chal- 
lenge posed by the 
growth in the econ- 
omy over the next 
10 years, “I should 
not be surprised to 
see something like 
$47 billion ordin- 
ary sales in 1965,” 
said President 
Carrol M. Shanks 
Prudential’s 80th 
anniversary ‘sales 
conference. This 
would be a rise 
of about 60% above present levels. 

The three day meeting, the first 
national gathering of Prudential field 
and home office management personnel 
in five years, was held at Newark and 
New York. 

At the closing dinner, Charles How- 
ell, New Jersey banking and insurance 
commissioner, praised Prudential’s 
progressiveness in sponsoring variable 
annuity bills now pending in the legis- 
lature. His talk was reported in last 
week’s issue. 

Superintendent Holz of New York 
touched on the variable annuity but 
displayed a more skeptical attitude. 
He drew quite a laugh by saying “I 
don’t think the Metropolitan and Pru- 
dential see eye to eye.” 

e ¢ e 

“Seriously, I’m making an effort to 
understand the problems,” he con- 
tinued. “I’ve learned that the insur- 
ance industry and especially the life 
insurance industry has achieved a po- 
sition of confidence never before 
achieved by any other industry.” 

Mr. Holz said that because of this 
unqualified confidence on the public’s 
part he would not permit himself to do 
anything to diminish that confidence 
and hence before he would approve the 
variable annuity he would want to be 
sure that it would do nothing to impair 
the confidence that the public has in 
life insurance. He promised he would 
not stand in the way of “your future 
progress” but said he wanted to be 
“darned sure” that whatever he did 
would be for the good of future policy- 
holders. 

Mentioning efforts to get legislation 
denying life companies the right to 
adjust claim payments to accord with 
incorrect age information given by ap- 

(CONTINUED ON PAGE 20) 


Carrol M. Shanks 


at the opening of > 





Provident Mutual 


Makes High-Level 
Advancements 


PHILADELPHIA—Provident Mutu- 
al Life has advanced James H. Cowles 
from vice-presi- 
dent and manager 
of agencies to the 
newly-created post 
of executive vice- 
president; Lewis C. 
Sprague from 2nd 
vice-president to 
vice-president and 
manager of agen- 
cies; Willard D. 
Holt from acount- 
ing division man- 
ager to the newly- 
created position of 
comptroller, Harold M. Post from as- 
sistant manager to manager of the 
accounting department, and Ottwill I. 
Benson from administrative assistant 
to manager of methods and planning. 

In his new post, Mr. Cowles will be 
executive-in-charge of the agency di- 
vision and will also give attention to 
the studies and procedures relating to 
new policy equipment and new sales 
operations, company expense control 
and public relations activities. He 


James H. Cowles 





Willard D. Holt Lewis C. Sprague 


joined the company in the Colorado 
agency, later becoming general agent 
there. He went to the home office in 
1928. From 1930 to 1932 he was assist- 
ant manager of agencies in charge of 
the western division, becoming general 
agent at Los Angeles from 1932 until 
his appointment in 1949 as vice-presi- 
dent and manager of agencies. 

He has served as head of Los Angeles 
Life Managers club, California and 
Los Angeles Life Underwriters Associ- 
ations, and LIAMA agency officers 
round table. 

Mr. Sprague was elected 2nd vice- 
president in the agency department 

(CONTINUED ON PAGE 20) 











Late News Bulletins... 








Ala. Puts Formal Ban on Tontine Plans 


MONTGOMERY—Superintendent Gwaltney of Alabama has issued a formal 
directive forbidding the sale of tontine or semi-tontine type policies. The order 
becomes final March 15, 1956. About 30 companies doing business in Alabama 
have been issuing policies of the type affected by the order. The Birmingham 
better business bureau recently said that by far the largest number of in- 
quiries had been coming from persons asking about seemingly overoptimistic 
claims made by agents selling the tontine type of plan. 


Fear Effects if OK 
Is Given Welfare 
Fund Self-Insurance 


Lure Is Saving in State 
Premium Tax; Request by 
Union Pending in N. Y. 


NEW YORK—The request of the 
CIO national maritime union and 170 
ship operators for a ruling by the New 
York department on the legality of 
self-insuring a jointly administered 
employe benefit welfare fund has 
stirred up widespread concern among 
insurers writing this type of plan. 

The benefits payable by the mari- 
time union’s fund are currently in- 
sured by John Hancock. The chance 
to save $81,000 a year in premium tax- 
es is the main motivating factor. 

Quite a few jointly administered 
welfare fund plans are already in ex- 
istence on a self-insured basis, on the 
assumption that the law permitted it, 
but they caused little stir among in- 
surers because while some funds are 
pretty large they didn’t involve switch- 
ing from insured to self-insured status 
—and particularly they didn’t glaring- 
ly show up the premium tax saving 
as the major factor in choosing self- 
insurance in preference to insurance. 

The group insurers’ big present wor- 
ry is that if a fund the size of the na- 
tional maritime union’s gets the green 
light and drops its insurance in favor 
of self-insurance to effect a substan- 
tial premium tax saving it will start 
a landslide in the direction of self-in- 
sured plans that will drive insured 
plans virtually out of business. 

Even if the department should reject 
the union’s request it would still leave 
the question in the air, for there would 
be strong pressure on the New York 
legislature to change the law. What 
makes the union’s plea a tough one to 
argue against is that the law contains 
specific permission for union-operated 
welfare funds to self-insurer. It was 
put into the law before anybody 
thought about welfare funds being 
jointly administered, as is now compul- 
sory under the Taft-Hartley law where 
employer contributions are involved. 

«& e . 

The many presently self-insured 
jointly administered plans were set 
up in the belief that the statutory per- 
mission for union-administered funds 
to self-insure would extend to jointly 
administered funds. When asked, the 
New York department always said no, 
but most of the fund administrators 
who wanted to self-insure didn’t bother 
to ask. 

The result is that according to the 
New York department’s own figures 
there are some 391,000 workers in self- 
insured jointly administered funds. 
These involve $134,141,429 in annual 
contributions. In contrast, there are 
about 797,000 workers in insured plans, 
for whom contributions run $208,300,- 
657 a year. 

The fact that so many workers are 

(CONTINUED ON PAGE 19) 
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A&H Bureau Sets Up 
Plan to Merge with 
Trade Associations 


Cox, Aetna Life, Heads 
Governing Committee; 
250 Attend Annual Meeting 


By ELOISE WEST 


BRETTON  WOODS—Bureau of 
A&H Underwriters decided to leave 
the way open for the establishment of 
a new association for the A&H busi- 
ness in a vote at its annual meeting 
here. 

The action to permit the bureau to 
carry out the recommendation of the 
Joint Committee on Health Insurance 
for the realignment of association re- 
sponsibilities came in the form of a 
resolution to write into the bureau’s 
constitution an article which would 
make possible the dissolution of the 
bureau at any time such action might 
be warranted and voted by its mem- 
bership. 

The article to be appended to the 
constitution states: “This association 
may be dissolved by a two-thirds vote 
of the membership present at the meet- 
ing at which this amendment is adopt- 
ed, or by a two-thirds vote of the mem- 
bership present at any later annual 
or special meeting of the association 
of which notice shall be given to the 
membership at least 30 days prior to 
the meeting, or by a majority vote of 
the entire membership cast by mail 
within 30 days after distribution of 
ballots for mail vote.” The article then 
goes on to direct the governing com- 
mittee in the procedure to be followed 
in terminating the bureau and distrib- 
uting its assets. 

Whether or not the article of dis- 
solution will eventually be acted on 
to end the bureau’s 64 years of opera- 
tion will depend on the future action 
of member companies and their indi- 
vidual acceptance of the proposed 

-new association. 

Alfred Perkins, chairman of the gov- 
erning committee, laid stress on the 
fact that the action was not a vote of 
finality with respect to the consider- 
ations of the joint committee, but that 
it did leave the way open for eventual 
and final consideration. 


Berkeley Cox, general counsel of 
Aetna Life group was elected chairman 
of the governing committee. The 12 
companies and their representatives 
elected to the governing committee are 
American Health, W. DeV. Washburn; 
Continental Casualty, Alfred’ B. 
Hvale; Equitable Society, J. Henry 
Smith; Fidelity & Casualty, W. L. Bates; 
Guardian Life, Daniel J. Lyons; Life 
of Virginia, William R. Shands; Met- 
tropolitan Life, Charles G. Dougherty; 
New York Life, Laurence B. Soper; 
Provident Mutual, Everett D. Arman- 
trout; Royal-Liverpool group, Graham 
Watts; Standard Accident, Paul E. Lay- 
mon, and Travelers, Carroll J. Mc- 
Bride. 

Mr. Cox was chairman of the law 
committee and was active in promot- 
ing the adoption of the code of prac- 
tices. He became a home office attor- 
ney of Aetna Life in 1925, was named 
counsel to the company and its affili- 
ates in 1949, and general counsel] in 
1954. 

He has a long record in A&H and its 


development. He served on the all- 
industry committee that drafted the 
A&H insurance regulatory law. He was 
subsequently one of the drafters of the 
uniform individual A&H policy provi- 
sions law and the statement of princi- 
ples. He is one of the bureau repre- 
sentatives on the Joint Committee on 
Health Insurance. He has been ap- 
pointed by Superintendent Holz of New 
York to serve on the advisory commit- 
tee to consider fair trade practice rules. 
He is chairman of the insurance com- 
mittee of American Life Convention 
and a past chairman of its legal sec- 
tion. He is counsel for LIAMA. 

A record crowd of 250 gathered at 
Mount Washington hotel to attend the 
three day meeting. Robert S. Schoon- 
maker Jr., secretary of the A&H de- 
partment of Berkshire Life, was chair- 
man of the annual meeting committee 
and Alfred W. Perkins, vice-president 
of Union Mutual Life, Bureau chair- 
man, and Berkeley Cox, general coun- 
sel of Aetna Life, presided at the ses- 
sions. 

Commissioner Knowlton of New 
Hampshire, recent past president of 
National Assn. of Insurance Commis- 
sioners, spoke on the regulation of in- 
surance by states and warned that 
Congress can change its mind about 
the McCarran act, and consequently 
the regulation of insurance, at any time 
it wishes. The companies must realize 
this and govern themselves according- 
ly, he said. 

In the address of the chairman of the 
governing committee, Mr. Perkins re- 
minded the session of the need of all 
for an organization such as the bureau. 
The common problems, beyond the 
time and staff manpower of companies 
individually, can best be solved by 
common solution and only by experi- 
enced men working together and not 
trying to be do-gooders. Politicans or 
glory-seeking individuals, he said. 

Social security and its proposed ex- 
tension form a dire threat to the Amer- 
ican economy, Powell B. McHaney, 
president of General American Life, 
said in a hard-hitting speech. The 
straight life insurance or survivorship 
benefits afforded by social security 
today total more than all of the life 
insurance in force in all the private 
companies in America, he pointed out. 
If the business could have foreseen 
what social security would become 
from the standpoint of direct competi- 
tion with insurance, he said he doubt- 
ed if it would have stood quietly by 
and welcomed it as it did. He recom- 
mended that the insurance business 
quit making speeches to itself, abandon 
considerations of expediency, and ag- 
gressively join with others in a pro- 
gram that will reach the public with 
the true facts about social security. 

W. Rankin Furey, president of Berk- 
shire Life, discussed his company’s 
experiences in entering the A&H field 
and the part top management must 
play in building a successful A&H de- 
partment. B. M. Anderson, vice-presi- 
dent and counsel of Connecticut Gen- 
eral, reviewed the growing pains of the 
business and Arthur M. Browning, 
vice-president of New York Life, fur- 
ther refined the problem and predicted 
that the business would find ways to 
make group insurance more available 
to more more people. 

The atmosphere of doubt surround- 
ing the A&H business is less the fault 
of the widespread criticism than the 
inertia of the business to state its case 
with all the vigor needed to make it- 
self understood and its problems ap- 
preciated, Ravmond F. Killion, 3rd 

(CONTINUED ON PAGE 17) 
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Revenue Service Ruling Has Stirred 
Lively Interest in Split-Dollar Plan 


As word of a recent favorable ruling 
by the internal revenue service has got 
around, agents and brokers have be- 
come keenly interested in the sales 
possibilities of the “split-dollar” plan 
of writing life insurance, according to 
Harold N. Sloane, partner in the Life 
Associates agency of Continental As- 
surance in New York city. 

Mr. Sloane recently addressed a 
meeting of the Hudson County Life 
Underwriters Assn. at Jersey City and 
though only part of his talk was on the 
split-dollar plan the interest of his au- 
dience was so great that the meeting 
continued far longer than usual to per- 
mit members to get their questions an- 
swered. 

The split-dollar plan is a way of pro- 
viding low-cost insurance for a key 
employe by splitting the cost between 
the employer and the employe, the em- 
ployer being secured by the policy’s 
cash values. The internal revenue rul- 
ing, supplied to Herman C. Biegel of 
the Washington, D.C., law firm of Lee, 
Toomey & Kent, gave the green light 
to a split-dollar arrangement between 
a corporation and one of its executives 
without the executive being subject to 
income tax liability. 

Previously the Treasury position has 
been that in such cases the executive 
was getting taxable income by reason 
of the employer’s contribution. 

The ruling supplied to Mr. Biegel in- 
volved a situation in which there was 
an employment contract. It is not ccr- 
tain what the revenue service would 
do in the absence of such a contract. 
However, the ruling opens up the pros- 
pect of similar treatment where there 
is no employment contract. Mr. Sloane 
feels it would be a sound move for the 
Treasury to do this. 

In any event, there is the oppor- 
tunity to use the split-dollar plan 
where employers have death benefit 
contracts with their employes, particu- 
larly where payments of sums in ex- 
cess of the statutory exemption of $5,- 
000 are involved. 

The prospect of favorable tax treat- 
ment makes the split-dollar plan at- 
tractive not only for corporations but 


for partnership and family situations. 
For example, partners could insure 
each other, with the partnership itself 
paying the portion of the premium that 
under the corporate setup would be 
paid by the corporation. A man coulg 
arrange a split-dollar plan for his son. 
in-law, so as to enable him to carry 
an adequate amount of insurance at an 
outlay cheaper than for term insurance. 
The plan is not limited in its usefyj- 
ness to wealthy people, Mr. Sloane em. 
phasized. 

Following is an illustration of a Con- 
tinental Assurance policy, participating, 
for a 35-year old employe, for $10,000 
of insurance. 








Employer Employe 
receives Net Bene-  pays- 
(Cash Value_ fitsfor or- Car- 
Employer of policy Insured’s Tried as 
Year Deposits on Death) Family Loan (*) 
Debi: 
$ $ $ $ ; 
a WC Bete F wey) Fava 10,000.00 253.80 
2 137.70 137.70 9,862.30 116.10 
3 182.30 320.00 9,680.00 21.80 
4 184.80 504.80 9,495.20 17.20 
5 187.00 691.80 9,308.20 13.00 
6 189.40 881.20 9,108.80 8.50 
7 191.60 1,072.80 8,927.20 4.20 
8 193.60 1,266.40 8,733.60 .20 
Net Prem Credit 
191.80 1,462.10 8,537.90 3.90 
19 189.80 1,659.60 8,340.40 7.10 
11 187.80 1,858.90 8,141.10 11.50 
12 185.90 2,059.80 7,940.20 15.00 
13 183.90 2,262.10 7,737.90 18.40 
14 182.00 2,465.90 7,534.10 21.80 
15 180.10 2,670.90 7,329.10 24.90 
16 178.20 2,876.80 7,123.20 27.70 
17 176.30 3,083.70 6,916.30 30.60 
18 174.40 3,291.40 6,708.60 33.30 
19 172.60 3,499.60 6,500.40 35.60 
20 170.70 3,708.30 6,291.70 38.00 
End of 20th 
Year Dividend 





Summary: Net Premiums for the 20 year 
period (after dividends), $3,789.80; net debit 
(or cost) to employe at end of 20 years, $81.50; 
average yearly cost per $1,000 of insurance, as 
above, $0.41. 

The above table is computed on the 
basis that the dividend payable at the 
end of the 2nd year is used to reduce 
the premium at the beginning of the 
3rd policy year, etc. 

(*) If an employe insured under the 
above plan does not pay the amount as 
shown in column 5, and said amounis 
are carried on company books as a 
loan—employer would receive the 
amount of net debit (column 5) in ad- 
dition to cash value as shown in col- 
umn 3 at the death of insured employe. 
Net benefits for insured’s family would 
be reduced by the amount of net debit. 











Urge Agents and Banks 
Cooperation for Better 
Planning of Estates 


John B. Harriman and Knight Ames, 
vice-presidents of Boston Safe Deposit 
& Trust Co., and Frank T. Bobst, gen- 
eral agent at Boston, made a plea for 
cooperation between life agents and 
bank trust officers in planning estates 
at John MHancock’s annual general 
agency leaders’ meeting in Boston. 

Because of the increasing complexity 
of business, finance and taxation, the 
point has been reached where only 
technical practitioners can deal with 
estate planning problems, they said. 

The analysis and planning of an es- 
tate is becoming more and more a 
group task involving the life agent, 
bank trust officer, attorney, tax coun- 
sel, investment counselor, and account- 
ing expert. ‘ 

The speakers urged cooperation be- 
tween life companies and banks in- 
volved in an estate as a means to better 
planning for the client, better coverage 
as to business and personal insurance, 
and better estate plans. 





Heads Lutheran Mutual Agency 

Jesse J. Saegert has been appointed 
district agency manager at Austin, 
Tex., for Lutheran Mutual Life. 


Lounsbury Heads Board 
of Bankers National, 


Remains as President 


Ralph R. Lounsbury, president of 
Bankers 


Life, has been 
elected chairman 
to succeed Charles 
H. Watts, who 
died recently. Mr. 
Lounsbury, who 


National 


president, also was 
elected chairman 
of the executive 
committee. 

Roy E. Tucker, 
a board member 
since the company 
was founded in 
1927, was elected 
to the executive committee. He is pres- 
ident of Beneficial Management Corp., 
Morristown, N. J. 

The board declared a 10% stock 
dividend on the $10 par capital stock, 
payable Oct. 17 to stock of record at 
the close of business Sept. 23. 





R. R. Lounsbury 





Pru Raises Gallo at East St. Louis 


P. J. Gallo has been promoted to 
staff manager of the East St. Louis dis- 
trict of Prudential effective Oct. 3. 
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Sees Tighter Market, 
Broadened Coverage 
in Group A&H Future 


The future holds for group insurance 
4 tighter market, more effective and 
wider coverage of more people, Arthur 
M. Browning, vice-president in charge 
of group insurance of New York Life, 
said at the annual meeting of Bureau of 
A&H Underwriters at Bretton Woods, 

_H. 

Time market for group insurance is 
not saturated nor will it soon be, he 
said. If governmental and agricultural 
employes are excluded, there are at 
present 35 million individuals employed 
by employers with 10 or more em- 
ployes. When coverages provided by 
individual policies, by Blue Cross-Blue 
Shield organizations, and by similar 
insurance media are included, still only 
10 to 75% of this potential market is 
currently insured. And, there is no 
fundamental reason why governmental 
or agricultural employes should be con- 
sidered completely beyond the reach 
of group insurance. 
e e e 

Even when, if that millennium ever 
comes, every working man and woman 
who can be brought within the fold of 
group insurance is insured, insurers 
will still be faced with the fact that 
each year there are many new busi- 
nesses being organized. During 1954 
there were 331,000 new businesses es- 
tablished. This is a constantly recurring 
market, open to all insurance com- 
panies. 

New segments of the population will 
be covered by group insurance. The 
trend now is to extend the statutory 
definition of group insurance to permit 
the coverage of groups with as few as 
10 or less lives. While there are sub- 
stantial problems involved in profitably 
marketing and administering groups as 
small as 10, insurers surely will find 
ways and means of doing so. If insurers 
can write groups as small as 10, why 
not five or some lower number, he 
asked. Mr. Browning said he did not 
wish to predict the ultimate minimum 
limit for group insurance, nor to say 
that his company is yet prepared to go 
below 10 lives. But group writing com- 
panies have done an effective job of 
selling the advantages of group insur- 
ance to both the employing and the 


j working public. Accordingly, a demand 


has been built up for these coverages 


| that may forcé insurers to find ways of 


making group insurance more broadly 
available. 
e e e 

For many years government em- 
ployes were denied, for all practical 
purposes, benefits of group insurance 
because of the absence of statutory 
authority for the employer to share in 
the cost. The current trend for govern- 
ments at federal, state, and local levels 
to take the necessary steps to purchase 
group insurance for their employes 
will doubtless grow until substantially 
all governmental employes will be 
— for group insurance benefits, he 
said. 
_ The attention given in recent years 
in the collective bargaining process to 
health and welfare benefits will con- 


' tinue, and by its force, group coverages 


will be provided for many more small 
employers, and to employes who are 
more readily identified with the labor 
market than with an individual em- 
ployer, SEER one 

The problems of erirolling the em- 
Ployes and administering the insurance 


plan for a group insurance policy issued 
to cover the employes of employers 
banded tcgether in a trade organization 
will, in the future, be successfully 
solved in more and more cases. More 
professional associations will be cov- 
ered for insurance benefits by group 
and quasi-group coverages. 

Despite these extensions in the field 
of group insurance, which can be 
readily foreseen, there still remain 
classes of workers in areas not reached 
by group insurance. Principal among 
these are agricultural and domestic 
workers and the self-employed. It is 
possible that through marketing or- 
ganizations, or other types of farmers’ 
cooperatives, group insurance benefits 
may be extended to agricultural work- 
ers. While there are difficulties in- 
volved in such an approach, some 
successful experiments have been tried 
in this area and more experiments will 
be tried in the future. Possible ways of 
extending group benefits to domestic 
workers and the self employed will 
surely be suggested he said. 

e ee .- e 

Group insurance benefits have been 
popularized to the point where they are 
widely considered as one of the proper 
conditions of employment. So long as 
substantial segments of the working 
population are unable to obtain these 
benefits, there always remains the 
danger that government intervention 
will be proposed to provide this type 
of benefit for such workers. Conse- 
quently these areas of presently largely 
ineligible workers present a real and 
continuing challenge to the business. 

Prominent among the developments, 
in making present forms of group 
coverage more effective, which can be 
expected in the future is the inclusion 
of a conversion privilege in all group 

(CONTINUED ON PAGE 15) 


California Lawmakers 
to Probe A&H Coverage 


An interim subcommittee on insur- 
ance of the California assembly, headed 
by Assemblyman Beaver of Redlands, 
is preparing to hold a series of hearings 
to investigate A&H operations in the 
state. 

Mr. Beaver said apparently many 
people feel they are not getting ade- 
quate coverage or service in relation 
to doctor and hospital fees. He expects 
to start the hearings in San Francisco 
in November. 





Beneficial Standard 
Life to Sell Stock 


LOS ANGELES—Beneficial Stand- 
ard Life, which last week purchased 
Union Casualty & Life, has made ap- 
plication to the California department 
for a permit to sell 150,000 shares of 
preferred stock of a par value of $1 
per share and 2,500,000 shares of com- 
mon stock of $1 par. The company now 
has an authorized capital of 1,000,000 
shares at par value of $1. 

The application asks the commis- 
sioner to “authorize a change in the 
rights, preferences, privileges and re- 
strictions on its outstanding capital 
stock.” 


Equitable of lowa Has 


Record Gains in 8 Months 


Record gains during the first eight 
months of 1955 were racked up by 
Equitable Life of Iowa. Assets were in 
excess of $550 million, a gain of some 
$20 million, and insurance in force 
stood at $1,407,066,172. New paid life 
insurance os the first eight 
months totaled $95,656,485, the great- 
est first eight months in the com- 
pany’s history. 





COMMONWEALTH 





KENTUCKY LEADERSHIP 


More than 500 Commonwealth Careermen cover all of 
Kentucky’s 120 counties, providing Kentuckians with a 
complete life insurance service. 


1954 figures released by the Commissioner of Insurance 
indicate the extensiveness of this State-wide coverage. 
Commonwealth now has more life insurance in force in 
Kentucky than any other company. Yet Commonwealth 
has achieved this home-state leadership in the face of 
competition from 134 other life insurance companies— 
24 of whom have been in business in the State longer than 


Commonwealth. 


INSURANCE IN FORCE, August 1, 1955 — $854,246,806 


COMMONWEALTH 
Life Jusutance Company 


HOME OFFICE * LOUISVILLE, KY. ~ 





Fireman's Fund, 
Craftsman Deny 
False Ad Charges 


WASHINGTON—Fireman’s Fund 
and Craftsman have denied federal 
trade commission charges of false ad- 
vertising of A&H and FTC’s jurisdic- 
tion over their business. Craftsman 
requested dismissal of the complaint. 

In other developments, FTC opened 
a hearing in Chicago on the complaint 
against Prudence Life and counsel for 
Girardian filed motion for dismissal 
of the complaint against it. At the 
close of the hearing on Girardian, Ex- 
aminer Cox allowed both sides until 
Nov. 26 to file proposed findings and 
briefs. 

Fireman’s Fund and Craftsman stat- 
ed they are regulated by states in 
which they are licensed—the former in 
all states and District of Columbia. 
Fireman’s Fund also denies advertising 
directly to the public and explained 
its sales are made through independent 
brokers and agents, each of whom op- 
erates under state regulation. 

Craftsman stated it does not use 
advertising to sell insurance but relies 
on solicitation by local agents who use 
advertising material in personal inter- 
views with applicants and explain the 
policies. 

Girardian closed its ease with test- 
imony by President Charles W. Wind- 
ham and his assistant, James H. 
Blundell, that some of the company 
advertising of A&H had been changed. 
Commission representatives said one 
company A&H brochure is still used 
in Washington and Oregon. 

William A. Blakely, company chair- 
man, and James H. Walker of Blakely, 
Dolman, Shoptaw & Wilson, Dallas, 
appeared as counsel for Girardian and 
J. Callaway and W. R. Kearney of the . 
FTC staff appeared as counsel sup- 
porting the complaint. 


Munson and Meyer 
Named to Head 
Associates Life 


Newell Munson, who for 20 years — 
has been general counsel of Indiana- 
polis Life, has been elected : president 
of Associates Life of Indianapolis, and 
A. R. Meyer, who has been with In- 





‘ dianapolis Life for 13 years, the last 


year as field supervisor, has been 
named agency vice-president of Asso- — 
ciates. 

Associates Life was formed in 1953. 

Mr. Munson was in the private prac- 
tice of law in Chicago before joining 
Indianapolis Life in 1936. He has been 
a leader in the activities of Indiana 
Assn. of Legal Reserve Life Companies, 
and has been chairman of the legisla- 
tive committee. He is scheduled to ap- + 
pear on the legal section program of 
American Life Convention next month. 

Mr. Meyer was with New York Life 


“for 20 years until joining Indianapolis - 


Life as.a personal producer. After 12 
years. in the field he was made field , 
supervisor in 1954. 





Paul Revere Canadian up 16% 

W. Douglas Bell, Canada general 
manager of Paul Revere Life, told a 
two-day sales seminar in Toronto 
that new business increased 16% and 
premium volume was up 40% in the 
first eight months in Canada. A&S 
sales set a record in August. 
.-President Frank L. Harrington, C. 
W... Wright, sales .consultant, Ernest . 
N. Dennison, supervisor of Canadian 
agencies, T. H. Kirkpatrick, John Han- 
cock and W. Ronald Marshall of the . 
home office addresséd the~Canadian ‘ 
agents. 
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(~; WM FOR 60 YEARS 
MUTUAL TRUST 


PRODUCERS HAVE ENJOYED THE 
COMPETITIVE ADVANTAGES OF: 


M Low Net Costs 

Flexible Settlement Options 
Net Level Premium Reserves 
A Strong Surplus 


For 50 years, Mutual Trust has been soundly and 
economically managed on a purely mutual basis 
for the benefit of its policyholders. 
In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in: 
Cal., Conn., la., Ill., Ind., Mass., Me., 
Mich., Minn., N.H., N.J., N.Y., N.O., 
Ohio, Pa., R.I., Vt., Wash., Wis. 





“As Faithful as 
Old Faithful’ 







MUTUAL TRUS 
LIFE INSURANCE COMPANY 
STREET, CHICAGO 


PROFITABLE GENERAL 
AGENCY OPENINGS NOW 
AVAILABLE 


Write to the 
Agency Secretary 


135 S. LA SALLE 














Announcing aw 


National Insurance Service, Inc., providing the most 
complete life insurance service ever offered. 
As its name implies, NIS is an organization dedicated 
to render the detailed services required in the success- 
ful operation of a life insurance company. 
Any small insurance company can save MANY dollars 
and MANY headaches thru NIS service. With NIS, all 
your company does is make the sale and handle the 
money! NIS actually performs the functions of your 
company’s Home Office. 
NIS provides: 

Sales assistance and sales training. 

Underwriting and policy issue. 

Accounting. 

Public Relations. 

Policy owner relations. 

Printing at quantity prices (rate books, applications, 

policies, forms, etc. ) 

Preparation of annual statements. 

Tabulating reserves. 

Mailing premium notices. 

Actuarial service. 

Many other services too numepous to list. 


Write, wire, or phone for complete information. 


NATIONAL INSURANCE SERVICE, Inc. 


Jim Bulleit, President 
4109 Hillsboro Road « Phone 8-8213 «¢ Nashville, Tenn. 











Tells How Trust 
Companies Work with 
Agents in Philadelphia 


Reasons why cooperation between 
trust companies and life insurance 
agents is greater in Philadelphia than 
in other areas were recounted by 
F. C. Wheeler, vice-president in charge 
of the estate planning department of 
Fidelity-Philadelphia Trust Co., in a 
talk before Hartford Life Underwriters 
Assn. 

This unique situation probably is 
due to the fact that in almost every 
trust company many of the estate 
planning department officers are 
men from the life field, Mr. Wheeler 
said. The banks engage in various 
activities to promote cooperation 
with the life business because they 
have the same objective. Since the 
common purpose of the estate planner 
and the life agent is to provide pro- 
tection for those who must eventually 
face the greatest catastrophe in life, 
it is incumbent on both to equip them- 
selves to render the greatest possible 
service in the final hour of need. 

Mr. Wheeler referred to the impor- 
tance of the CLU program, pointing 
out that holders of the designation 
have a knowledge and mastery of their 
profession and are persons in whom he 
has a good deal of confidence. The 
life field is “no place for the big per- 
sonality boy—it’s a job fer an under- 
writer whose knowledge of the busi- 
ness will result in the best protection 
that a man can possibly afford for his 
family,” he said. 

e eo e 

Mr. Wheeler listed what various 
trust companies do to cooperate with 
life insurance people. Fidelity-Phila- 
delphia Trust Co. publishes an annual 
directory of the Philadelphia CLU 
chapter, awards a CLU scholarship, 
and holds a dinner for prospective 
CLU candidates to urge enrollment 
in the course at Wharton school. 

The bank provides a life insurance 
premium service, by which it pays 
the annual premium directly to the 
company and is repaid by the insured 
in 12 equal monthly installments. 
The rate of interest for the loan is the 
same that would be charged by the 
insurer if the insured were to pay 
premiums quarterly. Average interest 
rate is 4%. 

Booklets, designed to be carried as 
reference material in the agent’s 
briefcase, are mailed periodically. 
They cover such topics as joint owner- 
ship of property, business insurance, 
taxation of life insurance and trusts. 
Three forums have been held with 
the Massachusetts Mutual Life agency 
in Philadelphia to tell general insur- 
ance men how to sell life along with 
their other lines. Agency luncheons 
are held for discussion of estate plan- 
ning. Speakers are provided to talk 
at agency meetings. 


e e e 
Girard Trust Corn Exchange Bank 
invited leading agents to monthly din- 
ners with round table discussions of 
actual cases, Monthly educational 
classes are conducted for new and 
intermediate class agents. 
Philadelphia National Bank has 
held a dinner for the past two years 
for general agents and managers to 
explain the importance of having 
agents take the CLU course. This was 
in cooperation with the CLU chapter. 
Pennsylvania Co. has no definite 
program of cooperation, but has giv- 
en occasional luncheons. While Prov- 
ident Trust Co. also has no organized 
cooperative program, it has asked a 


— 


KNOWLTON WARNS: 


Congress Can Change 
State Regulation to 
Federal Control 


State regulation, since the decision 
in the South-Eastern Underwriters 
case, is only by sufferance of Congress, 
Commissioner Knowlton of New Hamp- 
shire warned Bureau of A&H Under. 
writers at its annual meeting at Bretton 
Woods, N. H. It is only because of the 
provisions of the McCarran act that it 
can be argued that states have retained 
exclusive jurisdiction over insurance, 
he said. 

By virtue of this act, Congress gave 
its consent to the continued regulation 
by the states over what the Supreme 
Court had decided to be interstate com- 
merce. This consent can be withdrawn 
and there have been some rumbles 
lately that certain members of Con- 
gress feel it should be withdrawn. 

Mr. Knowlton said when he stated 
that the problem might become a polit- 
ical one, he did not mean political in 
the sense it was taken but that it may 
become one of policy. Whether or not 
the time will come when Congress 
considers changing the policy that reg- 
ulation by the states is in the public 
interest, the business should remember 
that such a move could happen and 
conduct itself accordingly, he advised. 
The only way to avoid a change in 
policy is for the business to so police 
itself and cooperate with state super- 
vision tc the end that the business will 
be conducted on a high, ethical plane, 
thus removing the occasion for federal 
supervision, Mr. Knowlton said. 

The only area in which the federal 
trade commission has jurisdiction at 
the present time is in those cases where 
the home state of the insurer does not 
have sufficient law to permit the reg- 
ulation of its domestic insurers in the 
field of unfair methods of competition 
and unfair acts or practices. 

e e e 

Most controversiaal is the suggestion 
that the states may have authority to 
regulate the business of their domestic 
insurers, even though sueh regulation 
may extend beyond the borders of 
the state of domicile. Most of the 
insurance company attorneys. with 
whom Mr. Knowlton has talked dis- 
agree. Perhaps their position may. be 
influenced by a reluctarice to admit 
that a state insurance commissioner 
has any authority to regulate a dom- 
estic insurer in such.a way as to affect 
what that insurer does outside of the 
bounds of its home state, he said. 

It has long been well recognized 
both in state legislation and by the 
courts that the insurance business is 
affected by the public interest. The 
tendency to impress a public interest 
on the insurance business hae been 
increasing, probably because the public 
is buying an extremely technical con- 
tract against the provisions of which it 
has little opportunity to protect itself. 
But if public interest has a proper 
influence on the type of regulation 
needed to control the business, then 
what is meant by public interest, he 

(CONTINUED ON PAGE 16) 








number of times what it might do to 
cooperate with the insurance business. 

In general, all banks are more than 
willing to cooperate in any way possi- 
ble, Mr. Wheeler said. 

Philadelphia Estate Planning Coun- 
cil consists of 200 life agents, 100 trust 
men representing all banks and 55 
attorneys. The CLU chapter has 195 
members. 
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With A&H Problems so Great, How Can Top 
Management Ignore Them, Furey Asks 


To sell the idea that company man- 
agement should take a deep interest 
in an A&H program, W. Rankin Furey, 
president cf Berkshire Life, used his 
company’s experience in the field as 
an example in his talk before the 
Bureau of A&H Underwriters’ annual 
meeting at Bretton Woods, N. H. 

If Berkshire did anything really wise 
before entering A&H, it was when it 
decided, in the late 1940s, that a group 
of company men would visit a large 
number of companies with a prepared 
list of questions on A&H, he said. 

Among the things the group noted 
was that there existed a rather general 
stepchild relationship between the A&H 
department and the rest of the company 
in both life and casualty organizations. 
It was usually accompanied by moder- 
ate success in building the A&H bus- 
iness, most often completely out of 
proportion to the great success the 
companies were having in other lines. 

A few life or casualty companies 
had completely organized their A&H 
activity, but here the degree of in- 
tegration between their other lines 
and A&H varied widely. In a few 
instances it was almost completely 
a separate company or organization. 
One fact did stand out, however— 
where top management was interested, 
the program was succeeding, Mr. Furey 
said. 

In various technical phases or prob- 
lems there was marked difference of 
opinion as to the correct apr=ach or 
solution. There was a complete lack 
of tabular standardization such as is 
common in the life business—in pre- 
miums, loadings, morbidity tables, ex- 
pense arrangements, commissions, etc. 

e e e 

This lack seemed to be encouraged 
by a completely different type of reg- 
ulation by state insurance departments. 
In the life business, particularly for a 
company operating in New Yerk, there 
is tight and detailed regulation, and it 
seemed that such regulation was not so 
rigid for the A&H business. Mr. Furey 
said he does not think the A&H busi- 
ness needs regulation of this type—he 
doesn’t think it’s good for the life 
business either. But freedom of reason- 
able action is left to the companies and 
with it must go responsibility for pro- 
per performance. 

There was, at that time, a great un- 
rest within the business, a growing 
interest by federal and state govern- 
ments in the conduct of the business, 
and, he said, he noted some growing 
dissatisfaction. There were many new 
plans for future business. And, the 
study group noted, there was a con- 
siderable gap between the protection 
the public ideally needed and the re- 
sults that the companies had achieved. 

The group of Berkshire Life men 
were a little surprised at what they 
believed was a low percentage of pre- 
mium dollar being returned to the 
policyholder in benefits and a rather 
high percent used for expenses, re- 
serves or profits. Also, the group 
noted some merchandising going on 
that did not seem compatible with their 
standards. 

Mr. Furey said that they were a 
little astounded at the difference in 
price that could exist under policy 
forms or contracts which at first glance 
seemed to cover about the same thing, 
but, which on closer analysis, did not 
do so, due to differences in wording, 
clauses, or provisions of the contracts. 

The group also noted a substantially 


increasing percentage of the total bus- 


iness done by life companies—in 1954 
it was up to 83%—as opposed to a low 
percentage in prior years. The best 
reason they could find for this was 
that in life companies there is an 
ideal fit which does not exist in cas- 
ualty companies. Life companies con- 
sistently deal with people about their 
personal problems of dying too soon, 
or living too long, of having emergency 
money, into which insurance for per- 


sonal loss of time is a natural and 
complete fit. On the other hand, he 
explained, in a casualty company, un- 
less the A&H division was set up as a 
complete operating entity, it seems 
that the same contact and approach 
deals with property insurances and 
liabilities does not so naturally lead 
into discussion of a man’s personal 
problems. 

He said the group was surprised, 
particularly in the life companies, at 
the large volume of business and pre- 
miums being developed from cash 
reimbursement coverages, and at how 





little they had done in the fields of 
long term disability, long term loss of 
income, economic death by disability, 
into which their service naturally led. 

“If the problems are this numerous 
and this important, how would it have 
been possible for us to reach any con- 
clusion other than that top management 
would get into the act and stay there,” 
he asked. 

When Berkshire decided it was de- 
sirable to enter the field, it determined 
to offer the protection ultimately as a 
completely integrated process, slowly 


(CONTINUED ON PAGE 16) 
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Since its founding in 1850, National Life has 





You can see both sides of National Life’s history 
symbolized in this seal. 


On the one side... we are a company with our 
foundations set solidly in the granite hills of Vermont. 
Our company is among the “elder statesmen” of the 
life insurance business . . . ranking 9th in age among 
over 900 companies in the United States. Only 8 are 
older... but none is more youthful in spirit, more 
alert to progress. 


Progress is the other side of our story. 





heen tested by wars, epidemics, panics, depressions 
and has emerged from them all with a constant growth 
in assets and general strength in the insurance field. 


Steadily National Life has expanded its nation- 
wide service. It is 22nd in size in the country with 
more than $600,000,000 in assets and with over a 
billion and a half of life insurance in force. We are 
proud of this, not only because of the progress it 
represents, but because more than 240,000 Americans 
have chosen our mutual company to help them 
achieve financial independence. Our liberal dividend 
performance record has placed National among the 
very foremost low-net-cost companies in America. 


Yes, we take pride in both sides of our story 
.-- in our solid foundation in Vermont as well as 
our nationwide strength in service. 


National Life of VERMONT 
Insurance Company 


FOUNDED IN 1850... A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 


Monipolie 
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Bell & Co., Chicago 
to Merge Oct. 1 with 
National CPA Firm 


S. Alexander Bell & Co., Chicago in- 
surance accounting and _ consulting 
firm, will merge Oct. 1 with Peat, 
Marwick, Mitchell & Co., CPAs. 

Operations will continue under the 
name of Peat, Marwick, Mitchell & Co. 
As soon as alterations of additional 
space are completed, the offices of 
Bell & Co. will be moved to 10 South 
LaSalle street, which will be the head- 
quarters of the insurance division of 
Peat, Marwick, Mitchell & Co. on a 
national basis. Mr. Bell will become 
the managing partner of this division. 

Bell & Co. has for over 20 years 
specialized in insurance accounting and 
consulting work. Mr. Bell, an actuary 
and CPA, founded this firm in 1933. 
Peat Marwick, Mitchell & Co., which 
has offices in 44 cities in the United 
States, was founded in 1897. The Chi- 
cago cffice was opened in 1904. 


Denies Dealings with L. A. Insurer 


An incorrect statement was made in 
a recent article reporting a hearing be- 





fore Los Angeles county grand jury 
The item reported that Ross Bohannon 
and Homer and W. S. Snowden, for- 
mer officers of Constitution Life o 
Los Angeles, pleaded not guilty to in- 
dictments of grand theft and conspir- 
acy based on their action while offi- 
cials of Constitution. Reference also 
was made to plans for a merger of 
Constitution with United of Chicago. 

Chairman O. T. Hogan, chairman of 
United, points out that United “never 
at any time has had any dealings per- 
taining to merging Constitution Life 
with United.” 


Bank Host to Prospective CLUs 

Fidelity-Philadelphia Trust Co. was 
host at a dinner to 100 life agents rec- 
ommended by their managers or gen- 
eral agents for enrollment in the CLU 
course. 

Frederic C. Wheeler, vice-president 
in charge of the bank’s estate planning 
department, discussed the relationship 
between bank and agent. A panel 
talked on the CLU program and its 
points of interest to prospective stu- 
dents. 








A. Russell Atwater, brokerage man- 
ager of M. Milton Sobel agency of Man- 
hattan Life in Philadelphia, has been 
appointed assistant to the general 
agent. 








alla carte 


If you are thinking in terms of a 
“second company” for your surplus 
business or for placing business which 
your company does not accept, a look at 
American United Life’s complete “‘a 

la carte” service may well be in order! 


Pioneers in writing “‘rated” business, American United has a 
‘$25,000 Executive Special” policy (ratable and sold in ¥% unit 
minimums) with low net payments as well-as low net costs; a 
“Special Option” investment type policy where premium payments 
in later years may be reduced below ordinary life rates if desired; 
a “Major Medical Expense” policy with a $7,500 benefit, that is a 
honey . . . just a few of the many services available on an 

“a la carte” basis. Your inquiry is invited. 











AMERICAN UNITED LIFE 
INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


Assets over $118 million, insurance in force over $600 million 





‘Chicago Roundtable 
Hears TB Authority 


More than 30 members representing 
17 companies attended the first fall 
meeting of Chicago A&H Roundtable 
to hear Dr. Julius B. Novak, medical 
director of Tuberculosis Institute of 
Chicago and Cook county, speak on the 
medical aspects of TB, its treatment 
and the results of follow-up studies 
with regard to cure and recurrence. 
Herbert Nietzold, Bankers Life & Cas- 
ualty, and George Dahlstrom, Wash- 
ington National, are co-chairmen of 
the Roundtable. 

Dr. Novak stated that although the 
incidence rate of tuberculosis had 
maintained a steady pace, and even 
increased slightly, the death rate dur- 
ing the past 30 years had been cut from 
85 per 100,000 cases to 14. He attributed 
this to the discovery and use of new 
drugs in treating the disease, and 
especially to the fact that doctors were 
discovering cases more frequently in 
the early stages, lessening the danger 
of communication and improving the 
chances of patient recovery. 

As regards insuring persons who 
once had TB, Dr. Novak made the 
following comments: 

1. A person who has had TB has 
undergone treatment for it, has been 
pronounced cured and is frequently 
checked by the doctor, is a better risk 
than a person who does not have or 
does not know that he has TB. 

2. Because each case must be studied 
individually, no blanket statement can 
be made to cover how long the patient 
must be treated before being cured, or 
the possibility of relapse. 

3. In general the incidence rate is 
higher among the lower economic 
classes. It is also higher among the 
colored races because they have not 
built up a resistance to the disease 
since they have not been subjected to 
it as long as the white race. 


Urge CLU Enrollment 


Bosten CLU chapter and General 
Agents & Life Managers Assn. of 
Beston met jointly for the primary 
purpose of encouraging enrollment in 
CLU classes at Boston university. 

Winslow S. Cobb Jr., general agent 
of Connecticut Mutual Life, and presi- 
dent of General Agents & Life Mana- 
gers Assn., and Sumner Rodman, part- 
ner in a general insurance agency and 
president of the CLU chapter, spoke in 
support of the program. 


Convict Agent of Embezzling $1,900 


RALEIGH- W. J. Phillips, agent: of 
State Capital Life of Raleigh at Kan- 
napolis, has been convicted of embez- 
zling $1,900 from the company. Judge 
Armstrong in superior court continued 
judgement and ordered the agent: to 
repay $500 immediately and the re- 
maining $1,400 by the next court term 
in November. 











Ia. Insurer Continues Record Pace 


For the eighth consecutive month 
American Mutual Life of Iowa regis- 
tered new records in both business 
submitted and paid for. Last month 
was the largest August in the com- 
pany’s history and paid production 
through the first eight months is 30% 
ahead of the same period last year. 

During September the company is 
conducting its semi-annual agents’ 
training school at the home office. 
B. R. Merrill Jr., assistant. superin- 
tendent of agents, heads the staff of 
instructors. ; 





N. Y. Supervisors Meet Oct. 11 


New York City Life Supervisors’ 
Assn. will hear a broker tell what he 
expects from supervision at a luncheon 
meeting Oct. 11. Identity of the speaker 
will be a surprise. 


Paine, Hill Promoted 
by Conn. Mutual Life 


Connecticut. Mutual Life has pro- 
moted Gaylord L. Paine to underwrit- 
ing secretary and T. John Hill Jr. to 
supervisor of applications. 

Mr. Paine, supervisor of applica- 
tions since 1951, joined the underwrit- 
ing department in 1937 and was named 
assistant supervisor of applications in 
1950. The increased volume of busines 
made necessary his appointment as 
second underwriting secretary. 

Mr. Hill joined the company in 1939: 
and was appointed a senior under- 
writer in 1952. He was promoted to 
assistant supervisor of applications a. 
year ago. 





Beardshear New Manager 


for American United Life 


Albert N. Beardshear has been 
named advertising manager for Ameri-- 
can United Life. 
He succeeds Emi] 
C. Rassmann who 
will devote his 
time to new du- 
ties as agency 
publication man- 
ager. 

Formerly direc- 
tor of sales pro- 
motion of Ohio 
National Life, Mr. 
Beardshear has 
nine years of ex- 
perience in life 
insurance sales 
promotion. Active 
in Life Insurance Advertisers Assn., he 
was exhibits chairman for the 1954 
convention and served on the North 
Central Round Table. He spent four 
years at Newark, O., as the youngest 
chamber of commerce manager and 
secretary in the United States. 





Albert N. Beardshear 





Two Managers of Hancock Retire 

Michael Mitchell and John F. Clarke, 
district managers of John Hancock in 
New York City and Detroit, respective- 
ly, will retire at the expiration of their 
current sick leaves. 

Roger A. Palmer, east central re- 
gional manager, will succeed Mr. 
Clarke. Louis Horn, district manager 
at Cleveland, will succeed Mr. Mitchell. 

Arthur E. Taylor, regional supervi- 
sor-administration, has been named 
district manager at Cleveland. j 


Bankers, Neb., Has Top August 


Bankers Life of Nebraska registered 
its fourth consecutive month of record 
business in August. The more. than 
$5.5 million of paid sales topped the 
previous August record by 33 and the 
August, 1954, record by more than 52%. 
New business for the first eight months 
totaled $43,631,043, a gain of 14% over 
the same period last year. 


N. E. Life Group Appointments 
New England Mutual Life has ap- 
pointed Richard N. Hammond and 
Lyle A. Wilson Jr. district group rep- 
resentatives at Chicago and Cleve- 
land, respectively. Both joined th 
company in June. : 


Credit Life of Conn. Changes Name 


Credit Life of Connecticut, Hartford, 
has changed its name to Insurance 
City Life Co. The company, licensed a’ 
year ago, writes credit life and credit’ 
A&H in Connecticut and Vermont. 


Bankers National Ordinary Record 


Bankers National Life ordinary sales 
in August were up 61%. For the first 
eight months ordinary business in- 
creased 25% and ordinary in force 
was up 39.6%, all records. 

















Catskill, N. Y., Savings Bank has 
added savings bank life to its services, 
bringing to 71 the number of. mutual 
savings banks ‘in New York state that 
sell life policies over the counter. 
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Automation to Change Companies’ Administration; 
May Reverse Decentralization, Ditman Tells LOMA 


Automation is about to usher in a 
‘great change in life insurance ad- 
: ministration and 
in many categories 
it may _ reverse 
the decentraliza- 
tion process, 
J. Howard Ditman, 
vice-president and 
comptroller of New 
York Life, told the 
annual meeting of 
Life Office Man- 
agement Assn. at 
Edgewater Beach 
hotel in Chicago. 

The effect will 
‘be to relieve field offices of burden- 
some responsibilities, permitting them 
to concentrate on those services which 
they are best equipped to perform, Mr. 
Ditman said. 

At the same time, work initiated in 
the field will be processed faster and 
more accurately, without imposing any 
strain upon the home office. 

“It is conceivable that in the future 
an employe in San Francisco can punch 
some keys and transmit within a frac- 
tion of a second, data which will be 
automatically processed at a home of- 
fice in New York,” Mr. Ditman de- 
clared. 

Speaking before a panel group on 
the status of electronics applicable to 
life office operations, Mr. Ditman 
called for a “balanced approach” to 
electronics—“an approach which, while 
still aware of the benefits to be gained, 
has a lively appreciation of the prob- 
lems involved. Realistic thinking on 
automation for business should replace 
dramatic thinking; basic functions 
should be studied rather than startling 
end results. In short, we must make a 
correct beginning before we start di- 
viding the profits.” 

Mr. Ditman listed the principal prob- 
lems of automation as cost, obsoles- 
cence, personnel, utilization and the 
approach or philosophy. Even a modest 
installation, he said, may range from $1 
million up. But even if the machine is 
never ordered, one advantage of the 
study required for possible introduc- 
tion of an electronic device is the ten- 
dency to improve the efficiency of ex- 
isting procedures. 

The problem of rapid obsolescence, 
on the other hand, may be balanced by 
the savings obtained during the life of 
a particular machine, he continued. 

Introduction of new electronic ma- 
chines will create some new jobs, so 
that many employes will be relieved 
of monotonous, repetitive tasks that 





J. Howard Ditman 


are probably below their educational 
level and ability. New machines place 
a great deal of responsibility on man- 


‘agement to improve personnel prac- 


tices, so that. displaced employes will 
be absorbed into other operations of 
the company, and new positions made 
more compatible with an individual’s 
sense of dignity and worth, he said. 
As for utilization, the large capital 
investment which automatic systems 


operate them at full- capacity as soon 
as possible. For example, it is helpful 
to know that programming, which is 
today so time-consuming and even 
frustrating, will eventually be accom- 
plished with far greater efficiency. 

The question of - approach was 
summed up by Mr. Ditman’s statement 
that “an electronic data processing sys- 
tem in life insurance is a truly revo- 
lutionary development... We will have 
to rethink many of our basic means 
of handling.” 

This may cause difficulties within 


consider that such a system is for-the 
benefit of the whole. 

“My feeling is that we should ap- 
proach automation by systematic ex- 
tensions of work output, gaining ex- 
perience and debugging our programs 
as we advance,” he said. 

Mr. Ditman was moderator of the 
panel. Participants were: Richard D. 
Dotts, assistant vice-president, Pacific 
Mutual Life; Charles G. Groeschel], — 
comptroller, Northwestern Mutual Life; 
Harold F. Hatch, associate controller, 
John Hancock; A. C. Vanselow, assist- 


require makes it doubly necessary to 


departments, but management must ant vice-president, Franklin Life. 











Conn. General Names 
J. H. Todd at Toledo 


Connecticut General Life has ap- 
pointed John H. Todd manager at 
Toledo. 

Mr. Todd, formerly assistant man- 
ager at Los Angeles, joined the com- 
pany at Philadelphia in 1945 and was 
named assistant manager in 1949. 


Hughes Office Wins Campaign 


The southern Indiana branch of 





- Commonwealth Life, which has head- 


quarters at Evansville, won the. com- 
pany’s annual August campaign for 


branches. J. Leon Hughes is manager _ 
_of the branch which won on a com- 


posite score’ of four factors. Branch 
agencies’ sales in August set a new 
record for that department, exceeding 


_the best previous month by 32%. 


The home office agency at Louisville 


led the campaign in volume submitted, . 


and the Wyandctte branch at New Al- 
bany, Ind., led on percent-of quota. 





HOW INSURANCE 
REPUTATIONS 
ARE BUILT 


Some companies have the mistaken idea that all advertising is pretty nvuch alike; 
that the advertising done in the daily newspapers by, for instance, Gimbel’s or 
Macy’s in New York, is designed to accomplish the same purpose as an insuranee 
company’s advertisements in The National Underwriter. 

It is not. There is no similarity. 

Study the advertisements of department stores. Of what do they consist? Almost 
invariably they contain a list of ‘‘bargains.”” They tell of “special sales;” “unusual 
opportunities;” “‘anniversary week;” ‘‘to-day only;” etc., etc. 

This is what is known as direct action advertising. It is designed to get customers 
to walk into the store today to buy articles of merchandise that have been specifical- 
ly described and the price of which is represented as being attractively low. If the 
customers don’t come in in sufficient numbers the advertising is a failure. The de- 
partment store cannot console itself with the thought that perhaps its advertising 
has enhanced its prestige or reputation ‘‘or something.” 

Turn now to advertising in an insurance newspaper. It should never aim at the 
direct results accomplished by department store advertising in daily newspapers. 
Insurance companies have no bargain sales to offer, no “specials for today only.” 
The whole appeal of insurance newspaper advertising lies in an entirely different 
direction. Its fundamental purpose is to build good will for a company, to give it a 
favorable reputation among those in the insurance business. Favorable reputations 
are not built in a week, a month or a year. To establish them takes time. Readers 
must be reminded again and again of the existence of a company, of its stability, its 
commendable record, and its service to agents. 

We have never claimed that National Underwriter advertising will immediate- 
ly build a staff of producing agents for a company. It will not. Neither will any- 
thing else. Insurance companies are not built that way. Instead they grow gradually 
as one agent after another is added, and as the old agents write more and more new 
business and as they continue to renew most of what they have written in the past. 

The spread of a favorable reputation and standing for an insurance company is 
accomplished by steady, consistent advertising, and not by the catch penny appeals 


of the department stores. 
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life insurance in force exceeds 


$800,000,000.00 


Group 
Franchise 
Hospitalization 


Brokerage 
PLUS: One of the most advanced agents 
training programs in the nation .. . 


Supervised offices . . . Trained Group 


Reinsurance 





men to assist agents . . . An alert 
Underwriting and home office staff... 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo P. Beasley, President Home Office, Dallas 














"'tNorth American Insures 
Confident Living!' 


"In a preview of a new NALAC advertising 
campaign that's about to break, that statement 
caught my eye. Think about it and you'll see 


it makes a lot of sense. 


"We can't emphasize too much that build- 
ing an insurance program does a lot more than 


provide protection for the family, security 
for old age and financial help for unforesee- 
able circumstances such as sickness or an 
accident. 

"Yes, that's exactly what North American 
insures. Confident living! Peace of mind! 
Being able to enjoy life today knowing that 
the future is provided for!" 


NORTH AMERICAN 
Sife and Casualty Campany 


HOME OFFICE: MINNEAPOLIS, MINNESOTA , 
4. &. SCHOLEFIELD, Vice President—Director of Agencies. 





H. P. SKOGLUND, President * 


LIFE » ACCIDENT+ SICKNESS « HOSPITAL+ GROUP 





Colonial Life Holds 


Annual Convention 

Colonial Life was host to 350 persons 
at its three-day annual convention at 
the Hotel Statler in Washington, D. C. 

Speakers included President Richard 
B. Evans, who spoke on “The Chal- 
lenge”; James G. Bruce, vice-president 
and secretary, who explained “The 
Mysteries of Marketing”; Lewis W. S. 
Chapman, director of company rela- 
tions of LIAMA; David Stock, New 
York city attorney; and Richard C. 
Borden, lecturer, educator and sales 
analyst. 

New Jersey Insurance Commissioner 
Howell addressed the closing luncheon 
given in honor of the company’s 1955 
national quality award winners. 

A “Sales Promotion Barrage,” which 
was a preview of the 1956 promotion 
material, and a luncheon for members 
of honor clubs also were held. 





Name Preston, Landis 


to Life Assn. News 

Royal N. Preston and Bernard Lan- 
dis have been appointed advertising 
manager and assistant editor, respec- 
tively, of Life Association News, 
monthly magazine of National Assn. of 
Life Underwriters. 

Mr. Preston formerly headed his own 
advertising agency and was an agent 
of Mutual of New York. He has com- 
pleted a 2-year LUTC course. 

Mr. Landis,. who was associate editor 
of Cahir Publishing Co. in New York 
city, has been a newspaper feature 
writer and radio writer and consultant 
in Great Britain. 

“This augmenting of the News staff, 
in both editorial and advertising areas, 
is another step forward in a general 
reorganization and improvement of 
NALU publications and internal com- 
munications under our new director of 
publications, Marvin A. Kobel,” Lester 
O. Schriver, managing director of 
NALJU, said. 


Brizzolara Ad Manager 
for N. A. Accident, Chicago 


North American Accident of Chicago 
has appointed Robert J. Brizzolara 
advertising manager. 

Formerly promotion manager for the 
disability division of Continental Casu- 
alty, Mr. Brizzolara before that was 
with Esquire and Coronet magazines. 





Assigns 12 to Group Posts 


Pacific Mutual Life has assigned 12 
persons who recently completed a six- 
week home office group training 
school to field staffs. They are: 

James H. Cartwright, Chicago; Car- 
roll D. Cox, St. Louis; Donald F. Craig, 
Washington, D. C.; James B. Dame and 
Richard M. Russell, Los Angeles; Hugh 
E. Gibson, Cleveland; J. Ross Griffing, 
Atlanta; Gerald P. Harrison, Kansas 
City, Mo.; Donald M. Hines, San Fran- 
cisco; Wallace R. Jenkins, Indianapolis; 
Gerald W. Kimmerle, Seattle; Arthur 
V. Miller Jr., Newark. 





Lou'se Kennedy Advanced 


Miss Louise C. Kennedy has been 
appointed an assistant counsel of Mas- 
sachusetts Mutual Life. She was ad- 
mitted to the Massachusetts bar in 1943 
and named an attorney of the company 
in 1949. She specializes in real estate 
and mortgage loan law. 





Thomas Heads Ky. Agency 


O. L. Thomas has been named gener- 
al agent at Bowl’ng Green, Ky., for 
Midland Mutual Life. He has had 10 
years experience in life insurance sales 
and service. 


Mutual Benefit Revises 


Rules on Disability 

Mutual Benefit Life has revised its 
disability underwriting rules to provide 
that disability applications involving 
waiver of premium benefits for less 
than $1,000, including benefits already 
in force in the company, will, almost 
without exception, be approved subject 
to the disability occupational rating if 
concurrent life insurance applied for is 
issued at standard rates. 

The company has raised the limits 
from $6,000 to $10,000 on annual dis- 
ability benefits. 

Monthly income benefits have been 
added to waiver of premium on or- 
dinary life increasing premium poli- 
cies. The premium for monthly income 
will be the same as that charged on 
ordinary life policies. 

Married women, gainfully employed 
in a regular business outside home and 
receiving a regular salary upon which 
they are dependent for support, have 
been made eligible for waiver of pre- 
mium under the new rules. 


Home Life Group Meeting 
Held at Sea Island, Ga. 


Home Life held a three-day group 
conference at Sea Island, Ga., for 
agents and managers who led in group 
activity. Theme of the meeting was 
“Stimulation of Field Organization 
Activity in Group.” 

President William P. Worthington 


spoke on “The 10-Year Plan for Build-. 





Sa 
oe 


W. P. Worthington John H. Evans 


ing Business Sources,” emphasizing the 
part that group will play in advancing 
the company and individual agents. 
Tying in with his look into the future, 
a film, The Future of America, pre- 
pared by Advertising Council, Inc. 
was presented. 

Other speakers were John H. Evans, 
vice-president and manager of agen- 
cies, Gerald K. Rugger, manager of 
group, James P. Hart, group field as- 
sistant, James T. McCrystal, manager 
of group administration, and Edward 
C. Devine, assistant manager of group 
sales. Francis H. Low, assistant to the 
president, presented group activity 
award certificates for outstanding pro- 
duction and service in groun. 

An open discussion on “How to Im- 
prove Field Underwriter Activity in 
Group” was held. 





Lowe: Av a'ion Rates 


Occidental Life of California has 
reduced extra premiums for civilian 
pilots and crew members by amounts 
ranging up to one-third. 

A non-commercial pilot, for example, 
with 100 or more sclo hours who flies 
fewer than 100 hours a year will be 
considered at the new rate of $2.50 per 
$1,000 rather than the former extra 
premium of $3.75. New rate for a com- 
mercial scheduled airline pilot is $2 per 
$1,000, a 20% reduction. 


Mills Succeeds Behnke 


Frank S. Mills has been appointed 
production manager of The Insurance 
Salesman and Rough Notes magazines, 
Indianapolis. He is a former newsS- 
paper man on papers in Ohio and 
Indianapolis. He succeeds the late 
E. H. Behnke, who held the posi- 
tion for 32 years. 
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Group Annuities Pay 
$] Billion Annual 
Retirement Income 


Group annuities now in force pro- 
yide a $1 billion annual retirement 
income program in the U. S. and fu- 
ture annual income already set up un- 
der them is in excess of $1,025,000,- 
000, according to Institute of Life In- 
surance. 

These annuity units, written on em- 
ployer-employe groups, comprise the 
Jargest part of insured pension plans 
in force today, accounting for 80% of 
those covered by insured pensicn 
plans. 

e e e 

Last year, aggregate premiums paid 
by employers and employes for group 
annuities totaled $990 million and this 
year they will top $1 billion. Today, 
although retirement income paid _ out 
has grown to about $150 million an- 
nually, the reserves held by life com- 
panies to assure future payments of 
retirement income are nearly $8 bil- 
lion. 

The major development of group an- 
nuities has been in the past 15 years. 
By 1940, after 19 years of writing 
such plans, the annual premiums for 
group annuities had reached only $127 
million. But by 1950, they were nearly 
$700 million and are currently run- 
ning nearly eight times the 1940 fig- 
ure. 

More than 3,185,000 individuals are 
covered under group annuities, com- 
pared with 640,000 in 1940. The future 
annual retirement income provided by 
these certificates at the start of this 
year was $1,025,000,000, but this is not 
a complete measure of the future in- 
come proposed under these plans, as 
most of the group annuity plans call 
for annual purchase of paid-up incre- 
ments. Thus, the amount to be paid a 
worker at retirement increases with 
each year’s employment and the even- 
tual retirement income to be paid 
workers under group annuities now in 
force will be several times $1 billicn, 
the institute said. 

Group annuities are already paying 
income to many retired workers. Last 
year, these payments were in the 
neighborhood of $150 million and the 
figure will grow as more of those cov- 
ered reach retirement age. 


The group annuities include two 
broad types of contract, the deferred 
annuity group plan, which covered 2,- 
350,000 persons in 3,410 plans at the 
start of this year, and the deposit ad- 
ministration plan, which covered 835,- 
000 persons in 760 groups. The latter 
is one of the more recent forms of in- 
sured pension plans, developed to meet 
the needs of larger groups for a more 
flexible plan. It is a contract under 
which the insurance company man- 
ages a fund into which all annual de- 
Posits go; and which is drawn upon 
at retirement to pay the single pre- 
mium cost of the retirement income 
then determined to be payable. 

New group plans contracted for last 
year numbered 430, which was 4% 
fewer than the year before but 19% 
more than the largest previous year’s 
total. There were 102,000 employes 
covered in last year’s new plans, the 
Institute reported. 





Name Sharkey at D. C. 


State Mutual Life has appointed 
Francis M. Sharkey manager at Wash- 
ington, D. C. He formerly was with 
Massachusetts Mutual Life and last 
year sold $1 million of insurance, 








BROAD, LIBERAL, AND SOUND 


The Lincoln National field man offers im- 
paired risk protection as broad, as liberal, 


and as sound as modern underwriting and 






















actuarial science can make it. Backed by 
a company with 43 continuous years’ ex- 
perience in the substandard field, he 
brings the comfort and protection of life 
insurance to impaired risks with expected 


mortality as high as 500%. 


Lincoln National’s broad, impaired-risk 
coverage is another reason for our proud 
claim that LNL is geared to help its field 


men. 


THE 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 

Its Name Indicates Its Character 


Fort Wayne, Indiana 


502 thesavensany -/955 

















Beginner? . . . or Twenty-Year Man? 


YOUR TRAINING IS CONTINUOUS 
when you’re a Modern Woodmen Agent 


Ask any Modern Woodmen Agent... by capable personnel who have mastered 
new man or veteran... he'll tell you every phase of life insurance selling 
of a continuous training program which ...men who keep abreast of the latest 
makes for a profitable career. developments in the industry. 


He'll tell you about Modern Woodmen's Increased earnings and the opportunity 
basic training in the office .. . how this to "get ahead" are built into the future 
is immediately followed by on-the-job of the Modern Woodmen Agent. If you 
training with actual sales interviews with want a career with a future . . . one that 
a successful, experienced sales manager. gives opportunity to use your talents 
He'll tell you about Home Office ad- to the fullest ae om a place for 
vanced traning, which thoroughly schools you at Modern Woodmen. 


the moan Sroagnes Agent = = MODERN 

principles, uses and applications of life 

insurance. WOODMEN 
OF AMERICA 


He'll tell you that this training . . . on Rreiiuiaiey se 
the job at in the office . . . is directed __ gee neck elon, iN. 
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Public Education, 
Reasonable Policies 
Urged by Killion 


Education of the public and an af- 
firmative obligation to be reasonable 
on the part of insurers are the main 
answers to the problems of the A&H 
business, Raymond F. Killion, 3rd vice- 
president of Metropolitan Life, said in 
his address at the annual meeting of 
Bureau of A&H Underwriters at Bret- 
ton Woods, N. H. The business has 
already shown ample evidence of its 
readiness to assume an affirmative 
obligation through the many examples 
of cocperative effort with regulatory 
officials and voluntary improvement in 
policy terms and conditions. 

The concept of what is reasonable is 
undergoing continual change. In the 
long run, reasonableness will not be 
determined solely by insurance techni- 
cians but in a larger measure by the 
combined voices of the policyholders 
influenced by whatever education the 
insurance industry has been able to 
bring to bear, he said. Practices and 
procedures that might possibly be con- 


sidered by policyholders as not reason- 
able must be anticipated. Where im- 
provement can be made, it should be 
done well in advance of legislative 
compulsion. But where a practice is a 
necessary element to the sound conduct 
of the A&H business, insurers should 
act aggressively to educate the policy- 
holders to understand that the practice 
is fair and reasonable. 

The immediate subjects for a new 
lock at reasonableness suggest them- 
selves in the report on a complaint 
survey by the A&H committee of Na- 
tional Assn. of Insurance Commission- 
ers. These are pre-existing conditions, 
provisions of policies, delay in settle- 
ment cf claims, complaints involving 
agents and claim representatives, and 
non-renewal and cancellation. 

A successful educational program to 
bring about policyholder understanding 
of the reasonableness of excluding pre- 
existing conditions can be expected to 
have a corollary in eliminating com- 
plaints on claim handling, Mr. Killion 
said. 

The policyholder should understand 
the policy exclusions and limitations 
just as thoroughly as he understands 


the benefit provisions. It is the insurer’s 
responsibility to do everything possible 
on its part to provide him with the 
means to understand. It will not be 
acceptable to take refuge in placing 
the major responsibility for misunder- 
standing on the policyholder. A well 
trained and responsible agent is an 
answer to the problem of providing an 
understanding to the policyholder. 

More specific information on the 
extent and nature of the complaints 
involving non-renewal is badly needed. 
Lack of detailed knowledge has permit- 
ted exaggeration of the non-renewal 
problem and, even worse, may mis- 
direct corrective efforts. 

Of all the possible reasons for non- 
renewal the one that stands out as most 
subject to question is non-renewal on 
account of the deterioration of the 
health of the policyholder. Mr. Killion 
believes that deterioration in health 
is insurable, subject to proper pre- 
miums and reserves, and furthermore 
that it can be done in a commercial 
form of A&H policy while at the same 
time retaining the right to refuse re- 
newal under other circumstances which 
clearly justify that action. This can 
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"from no 


“From now on” keynotes the all-new sales philosophy at Central 
Standard. Vigorous expansion plans, tuned to the times and backed 
up by a company 50 years successful — sure to excite you! 


Pounded 1905 — 


211 W. 


New Contracts — top commissions and lifetime renew- 
als. General agent, special agent, multiple lines man 


New Sales Aids — essentially simple, field-tested to 
produce results. Direct mail, sales brochures, referred 


New Supervision — to lead, not drive, salesmen. Experi- 
enced and proven producers. Team players. 


New Depth in our field force — representatives needed 
at the grass roots, the four corners, possibly your home 


if interested, contact C. L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Chicago 6 


Wacker Drive 


W On.-° 











‘dustrial Medical Assn. 
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be done through the use of pclicy pro. 
visions to delineate adequately the 
company’s limit of liability in relation 
to any one sickness or disability, 4 
recurrent claim clause is an example 
of such a provision, he said. Severa) 
compaanies are working on that ap. 
preach and their experience may be the 
basis on which others may adopt sim. 
ilar procedures. | 

A great many companies are under. 
taking to experiment in other direc. 
tions. Some have entered the field of 
purely non-cancellable and guaranteeg 
renewable A&H. One of the most note. 
worthy developments in recent years 
has been the principle of guaranteeing 
renewal subject to the company’s right 
to adjust premium on classes of insureq 
thereby guaranteeing renewal to in- 
dividual policyholders. 

The mest important point and one 
which cannot be overemphazied js 
that the companies are demonstrating 
their willingness to experiment. Con. 
tinuing experiment by individual com- 
panies along lines already commenced 
will, in the long run, produce the type 
of A&H best fitted to provide important 
coverage to the greatest. number of 
people at the lowest possible cost. 

At least one company is about to 
offer a policy at a level premium which 
will become fully paid at age 65 to 
provide a hospital and surgical expense 
benefit thereafter without age limit, 
No insurance underwriter would con- 
sider the aged population an attractive 
market in hospital and surgical expense 
insurance from a financial standpoint 
and yet important companies are pre- 
pared to meet that social need, he said, 

The business is showing its willing- 
ness to assume an affirmative obliga- 
tion in being reasonable in dealing 
with the public. It is constantly pro- 
viding new and larger benefits in its 
policies. It is picneering in new forms 
of coverages. It is giving attentive 
hearing to criticisms leveled against 
it and tries to modify its workings 
accordingly when the criticisms are 
well founded and fair. Now, after a 
period of severe attacks from many 
quarters, it is making strenuous efforts 
to increase public understanding of 
A&H and to improve its operations to 
fulfill even more completely than in 
the past the needs of the community 
of which it is a part. 


Equitable New Ordinary 
Sets $1 Billion Record 


Equitable Society new ordinary 
sales exceeded $1 billion in less than 
nine months, increase 39.1%, for a 
new record. The previous record was 
set last year when the $1 billion mark 
was passed in November. 





Philadelphia Appoints 


Young and Dr. Martin 


Philadelphia Life has appointed 
Ronald J. Young manager of securi- 
ties and Dr. Peter V. Martin assis- 
tant medical director. 

Mr. Young formerly was manager 
of the Baltimore office of the nation- 
wide investment firm of Wood, Struth- 
ers & Co. 

Dr. Martin has been with Pruden- 
tial at the north central home office 
in Minneapolis. ; 


Cite Companies’ Medical Programs 


Occupational Health Institute has 
awarded certificates of health main- 
tenance to Metropolitan Life, New 
York Life and Travelers. The awards 
are given to companies which comply 
with standards for medical service in 
industry as set up and approved by In- 
The three life 
companies are among 248 companies 
with medical programs officially ac- 
credited by the institute. 
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Nash Cites Role Life 
Insurance Plays in 


Increasing Security 

Chester C. Nash, director of life in- 
surance information, press division, of 
Institute of Life Insurance, has por- 
trayed the great increase in the last 
95 years in the social and economic 
security of American families, with 
life insurance developing a large part 
of this increase, in an article in In- 
ternational Labour Review published 
in Geneva. 

The article, titled “The Contribution 
of Life Insurance to Social Security in 
the United States,” traces the substan- 
tial growth of protection over the past 
95 years in the social and economic 
penefits of all types for death, dis- 
ability, unemployment and retirement 
has risen from less than $3 billion a 
year in 1929 to between $21.5 and $22 
pillion in 1954. The increased flow of 
benefit payments is not the full meas- 
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ure of the important strides made in 
social security in the period, since a 
large part of the protection facilities 
are of relatively recent origin and have 
not begun to pay out benefits in large 
volume, he wrote. 

He illustrated, with figures, the in- 
creased effectiveness of life insurance 
in family planning and its stabilizing 
influence in deflationary periods. A 
large share of the improved family 
financial security and the social se- 


curity of the country as a whole has 


stemmed from the contributions of 
private life companies or governmental 
programs inspired by life insurance, 
Mr. Nash wrote. 





Prudential Expands in 
Illinois-Indiana Field 


Prudential will open a new ordinary 
agency in South Bend on Oct. 3, to be 





known as_ the 
northern Indiana 
agency, bringing 


to 10 the number 
of ordinary agen- 
cies in the Illinois- 
Indiana area 
which comprises 
the Chicago re- 
gional home of- 
fice. 

Gerald F. Grif- 
fin, a million dol- 
lar producer in 
1953 and 1954 at 
the Chicago agen- 
cy, will head the 
new organization which will serve 22 
counties in the northern part of Indi- 
ana. 

Prudential has also established a new 
district office and expanded another 
in Illinois. The present Aurora dis- 
trict will become the DuPage district 
and its headquarters will move to 1027 
Curtiss street, Downers Grove. Wilbur 
Lamond, who has headed the district 
since 1946, will continue as manager. 
Associated with him will be four staff 
managers and 26 agents. 

A new district, Fox Valley, will be 
established with Herbert E. Hecker as 
manager, consisting of two staffs in 
Aurora, which will be transferred 
from the DuPage district, and two in 
Elgin, transferred from the Rockford 
district. The total number of agents is 
29 and headquarters will be 4 Main 
street, Aurora. 

With the company since 1935, Mr. 
Lamond has been an agent, staff man- 
ager and district manager. Mr. Hecker, 
who joined the company in 1933, held 
various positions in the district agen- 
cies department of the home office 
until 1951 when he became an agent at 
Passaic, N. J. In 1952, he was pro- 
moted to staff manager in the Wood- 
bury district and a year later was 
named regional supervisor in Illinois, 
until his appointment as manager of 
Fox Valley. 


Mutual, New York, Aids 
Policyholders in N. C. 


Mutual of New York has instructed 
its Raleigh office to grant over-the- 
counter policy loans up to $500 to pol- 
icyholders in the hurricane-struck zone 
of North Carolina. 

The company also granted extension 
of time for payment of premiums. Loss 
of policies does not mean loss of pro- 
tection because policyholders’ records 
usually can be reconstructed from data 
in the home office the company said. 





G. F. Griffin 








Hospital Associat’on 
Offered N. C. Hearing 


Commissioner Gold of North Caro- 
lina has filed an answer in Wake coun- 
ty superior court to an appeal by 
State Hospital Association from his 
orders which halted the latter’s plan to 
convert from a hospital service cor- 
poration into a stock A&H company. 
He said in the answer that he would 


be glad to give the association a hear- 
ing. 

His answer to the appeal, which 
contended that his orders were issued 
without notice or hearing, also said he 
was not without competent evidence 
and without authority of the law when 
he issued the orders. Since he stopped 
the conversion, Mr. Gold said, addi- 
tional evidence has been received 
which, with other evidence, should go 
into the record. He asked the court to 
remand the case to him for hearing. 





The Cedar Rapids, Ia., agency of American 
United Life has moved to larger quarters at 
1118% First Avenue, N.E. The agency is man- 
aged by W. D. Moore Sr. 


Huber Changes the “Coffee Break” 

Solomon Huber, general agent of 
Mutual Benefit Life in New York City, 
has changed the pattern of the tradi- 
tional mid-morning “coffee break” in 
his office to save time and provide an 
opportunity for informal business dis- 
cussion. He calls it the “business 
break.” 

All “breaks” now are held at 9:30 
a.m. in the agency library where a 
large electric percolator has been in- 
stalled. Staff members may relax over 
a second breakfast and talk about bus- 
iness. They also save the time spent 
in traveling to and from nearby res- 
taurants. 
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NALC Takes Some Important Steps 


Aetions taken by National Assn. of 
Life Companies at its annual meeting 
at St. Louis indicate clearly that it is 
a factor to be reckoned with in the life 
insurance business, That would con- 
tinue to be true even though the or- 
ganization should do little more than 
defend and counterattack against what 
it conceives to be unjustified attacks by 
agents and companies in the more or- 
thodox camp. 

The NALLC is in a position to do some 
first-class issue-beclouding. Some of its 
accusations have been along that line: 
It has attempted to show that the ton- 
tinism in the policies issued by some 
of its member companies is no differ- 
ent from terminal dividends. More re- 
cently NALC leadership has tried to 
identify the investment-type special 
policies that certain of its companies 
issue with the variable annuity. Neither 
of these efforts at making unlikes seem 
identical can be taken seriously even 
though they have a surface plausibility. 

On the other hand, the NALC, having 
got itself organized and having aroused 
enough interest to be assured of con- 
tinuance, could well afford to make its 
claims less extreme and its attitude 
more reasonable, with less outraged 
defensiveness. The role of small busi- 
ness men who are being harassed by 
the giants of the industry and their 
minions is effective for only a com- 
paratively short run. People are aware 
of what has been described as the ter- 
rible power of the weak. When it is 
overdone, they are likely to wonder if 
the helplessness angle isn’t being 
stressed because the protesters haven’t 
much else to talk about. 

The contention, that agents of non- 
NALC companies don’t like the com- 
petition they have been getting from 
some NALC companies and that is why 
National Assn. of Life Underwriters 
has been fighting tontine and invest- 
ment type policies, is one that NALC 
could well abandon if it expects its 
statements to be taken seriously. 

Nothing is easier than to impune 
motives. Moreover it puts the accused 
on the defensive when actually the 
accuser should be on the defensive for 
making an unsupported accusation. The 
NALC has never proved that distaste 
for competition motivated NALU’s an- 
ti-tontine fight. Life insurance agents 
and companies are traditionally com- 
petitive. But the way they compete 
is to try to excel the competition, not 
eliminate it through legislation. As new 
forms of coverage have developed, the 
pioneering companies didn’t have a 
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monopoly for long. If the idea seemed 
a good one, it was quickly adopted by 
competitors. 

What NALU has been fighting, in 
seeking legislation against tontine and 
investment-type plans is something 
that on mature consideration it con- 
sidered bad for the policyholders and 
the business of life insurance. Some of 
the selling that went on was so pro- 
vably indefensible that even leaders 
in the NALC conceded there was house- 
cleaning to do. Clearly it was a situa- 
tion that called for action to stop it. 
It was not the kind of pioneering that 
is answered by competitcrs doing the 
same thing. 

The action of the National Assn. of 
Insurance Companies in sponsoring a 
new national association of agents, 
formed at St. Louis during the NALC 
meeting, seems part of the unfortunate 
NALC strategy of drawing a line be- 
tween the oppresed and the oppressors 
—little companies defending them- 
selves against the giants. It is unfor- 
tunate that such a line should be drawn 
in the public mind. It is not a good 
thing for the business that the public 
should be encouraged to think there 
are two kinds of life insurance and two 
kinds of agents. 

The income tax problem posed by the 
NALC is in a different category from 
most of the other reasons for which the 
association was formed. It is under- 
standable that small companies with 
little or nc pension business should dis- 
lxke a formula that would give group 
annuity business a better tax exemption 
than the individual life insurance bus- 
iness. The most realistic answer seems 
to be the one proposed by Actuary A.N. 
Guertin of American Life Convention 
at the NALC meeting—a more favor- 
able treatment for smaller companies. 
This would be quite in line with the 
principle in New York’s expense limit- 
tation law which provides more liberal 
limits for smaller companies. 

The problems of a proper tax for 
group annuity reserves is admittedly 
a difficult one, for continuance of the 
life insurance tax basis for group an- 
nuity reserves would continue the un- 
fair discrimination in favor of tusteed 
pension plans. The right answer would 
be to tax the latter on the same basis 
as group annuities but it doesn’t seem 
to be in the cards. Yet if group annuity 
reserves are not given tax treatment 
that lets them compete with trusteed 
plans, there isn’t going to be much of 
this business left to tax as group an- 
nuity reserves. 
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A realistic solution must be found 
and the NALC can doubtless be of real 
service as a spokesman for its com- 
panies. Its usefulness in this field, as 
in others, will be measured by the 
sense of responsibility it exhibits, by 
a refusal of the martyr’s role, and by 
resistance of the temptation to make 
sweeping statements that are sensa- 
tional but on examination are found to 
be more opinion than fact. If NALC 
keeps growing in maturity of outlook 
as it has in size, it should prove a 
valuable member of the life insurance 
community. 


PERSONALS 


Paul F. Clark, president of John 
Hancock, was host at a luncheon meet- 
ing in the home office of New England 
trustees of Committee for Economic 
Develovment. Frazar B. Wilde, presi- 
dent of Connecticut General Life, was 
among the speakers. 


Forrest A. Ritchie, New York Life, 
Grand Island, Neb., is the father of the 
newly crowned Miss America of 1956, 
Sharon Kay Ritchie. Another daughter, 
Donna Jo, as Miss Nebraska, was run- 
nerup last year for the Miss United 
States title in the Miss Universe con- 
test. Her husband is Merle A. Strever, 
New: York Life, Denver. 


Harry W. Jones, vice-president of 
Mutual Benefit Life, and James H. 
Kohlerman, educational director of Life 
Office Management Assn., were speak- 
ers at the annual office managers’ 
conference held at Rutgers university, 
New Brunswick, N. J. 


William Hyndman III, Equitable So- 
ciety, Philadelphia, was runner-up in 
the national amateur golf tournament 
at Richmond. He is former Philadelphia 
amateur golf champion and five-time 
medalist in Pennsylvania state amateur 
golf tournaments. 








Lon Hocker, vice-president and gen- 
eral counsel for Missouri Ins. Co., has 
been named counsel for a Senate sub- 
committee on _ constitutional rights 
headed by Sen. Hennings of Missouri. 
Mr. Hocker’s selection was based on 
his authoritative knowledge of consti- 
tutional law. 


Francis J. O’Brien, vice-president 
and director of sales promotion for 
Franklin Life, has been named chair- 
man of the 1955 Christmas seal cam- 
paign in Sangamon county, III. 


Fitzhugh Traylor, manager of Equi- 
table Society at Indianapolis, 1st vice- 
president of American College, ad- 
dressed Nashville CLU chapter and 
spoke at a dinner of Nashville General 
Agents & Managers Assn. 


Walter Klem, senior vice-president 
and actuary of Equitable Society, par- 
ticipated in ceremonies marking the re- 
opening of historic Staple Inn Hall in 
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London, home of England’s Institute 
Actuaries, He attended in his capa 
as president of Society of Actu 
Staple Inn Hall, built in 1581, bec 


institute headquarters in 1887 and wa, | 


destroyed by a bomb in 1944. 


DEATHS 


WILMER M. HAMMOND, Sr., 78, re. 
tired Los Angeles general agent, dieg 
of a heart attack in Honolulu. He haq 
been in Hawaii as a delegate from the 
Diocese of Los Angeles to the generaj 
convention of the Protestant Episcopal 
Church. 

Mr. Hammond moved to Los Angeles 
in 1925 as general agent for Aetna Life, 
He had been in Chicago as manager for 
Equitable Society. He succeeded Jerry 
Mumma, following the latter’s demise, 
and remained as general agent until 
1950, when a partnership was formed 
with W. Thomas Craig, under the name 
of the Hammond-Craig general agency, 

He was a past president of Los An- 
geles Assn. of Life Underwriters, and 
the Life Insurance Managers Assn. of 
Los Angeles. 


HILDING F. NELSON, 59, district 
manager of New England Mutual Life 
at Rockford, IIl., died. In insurance for 
34 years, he was past president of 
Rockford Assn. of Life Underwriters 
and was a member of Million Dollar 
Round Table. 


CHARLES A. WILSON, 74, retired 
general agent for National Fidelity Life 
of Kansas City, died at Lincoln after a 
long illness. 











GEORGE A. TIERNEY, 77, who had 
been with Metropolitan Life for 43 
years until his retirement in 1943, died 
in a Middletown, Conn., hospital. He 
had served as manager at Rockville, 
New London, Meriden and Middle- 
town. 


WENDELL BERGE, 52, former as- 
sistant U. S. attorney-general, who 
acted as general counsel for the Assn. 
of Insurance Advertisers, died at 
Washington following a heart attack. 
He left the Justice Department, where 
he had headed the anti-trust division, 
in 1947 and in 1948 became connected 
with Assn. of Insurance Advertisers, 
which had been formed a short time 
before by companies in the mail order 
insurance business. 


JAMES M. KIRKPATRICK, 85, for- 
mer president of Security Benefit Life 
of Topeka, died. In poor health for a 
year, he was taken to the hospital two 
days before he died. 

He was associated with the Security 
Benefit Association (a fraternal) and 
its predecessor, the Knights & Ladies of 
Security, for 57 years. He was credited 
with being largely responsible for the 
development of the company from a 
small fraternal to a mutual legal re- 
serve company with more than $150 
million in force. He moved to Topeka 
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ATLANTA 8, GA.—432 Hurt Bldg., Tel. Main 
1634, Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel, Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding. Associate Man- 
ager; George E. Wohlgemuth. News Editor; 
Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 
DETROIT 26, MICH.—5i2 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 
dent Manager. 


MO.—606 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 
MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. ¥.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph B. Richman, 
Vice-Pres., J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg. Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 

PHILADELPHIA 9, PA.—123 8. Broad Street 
Room 1127, Tel. Pennypacker 5-3706. E. ): 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg.. 544 
Market St. Tel. Exbrook 2-3054. A. J: 
Wheeler, Pacific Coast Manager. 
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in 1884 and became associated with 
Knights & Ladies of Security in 1895. 
In 1916, he succeeded his father, W. B. 
Kirkpatrick, one of the organizers of 


‘the association, as president. He was 


~ ASSOCIATIONS 





resident of Security Benefit until he Ala. to Hold Insurance 


retired in 1953 but still was a member 
of the board of directors at the time of 


his death. 











Lampert, Powers, Wollard 
Named by Bankers, Neb. 


New Bankers Life of Nebraska gen- 
eral agents are Harvey L. Lampert at 
Springfield, Il, 
George R. Powers 
at Galesburg, III, 
and Charles 
Wollard at Okla- 
homa City. 

Mr. Lampert has 
been an agency su- 
pervisor and in 
charge of training 
and recruiting for 
more than _ five 
years. Mr. Powers 
has more than 10 
years of experli- 
ence in both sales 
and agency super- : 
yision. Mr. Wollard’s previous service 
includes positions as senior training 





Harvey L. Lampert 





G. R. Powers 


C. W. Wollard 


consultant and staff manager. He has 
been in the ousiness for more than 13 
years. 





Graves Elected President 


of National Bankers Life 


L. H. Graves Jr., executive vice pres- 
ident of National Bankers Life, has 
been elected president of the company 
succeeding Pierce P. Brooks, who will 
look after personal insurance interests 
and a charitable foundation. 

The new president joined National 
Bankers as executive vice-president in 
1949 and has been in charge of opera- 
tions. 

He began his insurance career as an 
agent for Travelers. For two years he 
was in a Travelers branch office before 
becoming a general agent. 

Following war service Mr. Graves 
returned to Dallas as assistant director 
of insurance servicing a million and a 
half National Service Life accounts in 
Texas, Louisiana and Mississippi. 

Mr. Graves is a member of Life 
Managers Club, Dallas Life Under- 
writers Assn., A. & H. Underwriters 
Assn., Home Office Life Underwriters, 
A. & H. Underwriters & Claims Assn., 
Institute of Home Office Underwriters 
and Insurance Club of Dallas. 

National Bankers has more than $20 
million in assets and a premium in- 
come of approximately $12 million a 
year. Recently 72% of the stock of Na- 
tional Bankers was acquired through 
a series of purchase options by ICT 
Corp. of Dallas. 


E. R. Harsh Goes with Occidental 

Ernest R. Harsh has joined Occident- 
al Life of California as assistant man- 
ager at Toronto. He formerly was man- 
ager there for Western Life, and be- 
fore that was an assistant manager 
for Metropolitan Life. He has been in 
insurance for 10 years. 


Absolute Security Life of Birming- 
ham, Ala., has been licensed in Texas. 








Education Week Oct. 3-8 
Alabama Assn. of Life Underwriters, 
in cooperation with 17 local associa- 
tions and National Assn. of Life Un- 
derwriters, will hold a statewide in- 
surance education week Oct. 3-8. 

The story of life insurance will be 
told to high school and college stu- 
dents and the public through films, 
film strips, charts, displays, books in 
public libraries, newspaper advertise- 
ments and radio, and in talks to civic, 
business and professional groups and 
to school and college classes. 

State and local leaders will be as- 
sisted in the program by the insur- 
ance department, Alabma life com- 
panies, Institute of Life Insurance and 
NALU. J. Marvin Gunter, Gadsden, is 
chairman of the central committee. 





Be Proud of Title of Agent, 
Osler Tells Detroit Rally 


Terming as “wryly amusing” the ef- 
fort of life insurance men to find some 
designation other than “agent,” R. W. 
Osler, vice-president of Rough Notes 
Co., Indianapolis, told Detroit Assn. of 
Life Underwriters at a breakfast meet- 
ing that the designation “agent” car- 
ries mcre prestige than any such terms 
as “life underwriter,” “field man,” 
“counselor and the dozens of other 
titles agents assume.” 

“The term ‘agent’ indicates that a 
man has been granted by his company 
powers much broader than _ those 
granted to anyone in other businesses 
save the highest executive officers,” he 
said. “The term indicates a man has 
been granted the power of agency, 
which is much broader than the power 
of attorney. The attorney has authcrity 
to act for his principal only in legal 
matters. The agent has power to act 
in all matters. In fact, in the eyes of 
the law and within the scope of his 
agency contract, he is the company. 
Compare the prestige of the agent’s 
job with that of the average employe 
in business and industry who doesn’t 
have the power to buy a pencil without 
authorization.” 

Mr. Osler urged agents to realize 
that theirs is an important job in the 
world,” he declared. The.life insurance 
agent is about the last purveyor of 
private enterprise security as con- 
trasted to government hand-out. To a 
very great extent, the survival of 
democracy in this country depends 
upon him and the job he does in so 
covering the income insurance needs of 
the public that there will no longer be 
any demand for the complete socializa- 
tion of income insurance toward which 
we now seem headed.” 





MciZuen Says Agents Are 


Heart of Business 


Brice McEuen, agency director of 
Lamar Life, addressing a meeting of 
Austin, Tex., Assn. of Life Underwrit- 
ers, said the greatness of an insurance 
company lies with the personnel in the 
field. He declared that company means 
little but that the agents are the heart 
of the insurance business. 

Presentation of certificates were 
made at the meeting to 18 who have 
completed part I, and to seven who 
have completed part II of LUTC. B. 
P. Atkinson of American General urg- 
ed those who had completed LUTC 
to take work toward the CLU. 





Quiz Sessions at Pittsburgh 


Officers of Pittsburgh Assn. of Life 
Underwriters will answer members’ 
questions at the first fall meetings of 
four branches. 


Branch meetings are: Butler, Oct. 6; 
Washington, Oct. 12; New Castle, Oct. 
13; and Fayette County, Oct. 20. 
Officers who will appear are: Theodore 
G. Stinner, Knights Life, president; 
George F. Martin Jr., Berkshire Life, 
first vice-president; George W. Kling- 
ensmith, Midland Mutual Life, 2nd 
vice-president; and George D. Covell, 
Connecticut General Life, treasurer. 


Columbus Meetings Set 


Columbus Life Underwriters Assn. 
has scheduled the following events 
and speakers for its fall and winter 
sessions: 

Oct. 21—CLU meeting with a talk by 
Dr. Davis W. Gregg, board member of 
American College, and an open forum 
—" by Judge Roscoe R. Wal- 
co 

Nov. 18—Paul J. Daily, unit man- 
ager for Western & Southern Life. 

Dec. 16—Rabbi Jerome D. Filkman, 
Columbus. 

Jan. 20—James T. O’Neal, branch 
manager for Great West Life at 
Indianapolis. 

Feb. 17—Sales congress. 

March 16—Joint meeting of Colum- 
bus association and Inter-Professional 
Council. 

April 20—Robert E. Shay, director 
of agencies for Bankers Life. 





May 18—Exchange program with 
another Ohio association. 
June—Annual picnic. 


Pa. Assn. Sets Oct. 6-7 


for Managers Conference 


Pennsylvania Assn. of Life Under- 
writers will hold its eastern general 
agents and managers conference Oct. 
6-7 at Harrisburg. 

Speakers will be: T. J. Kiesselbach, 
regional agency vice-president of 
State Farm; Dr. S. Rains Wallace Jr. 
director of research of LIAMA; Karl 
H. Kreder, 3rd vice-president of Met- 
ropolitan Life; Judd C. Benson, man- 
ager of Union Central Life at Cin- 
cinnati; Sayre MacLeod vice-presi- 
dent of Prudential; Fred I. Wunder- 
lick, vice-president of Baltimore Life; 
I. A. Graff, director of advanced un- 
derwriting of Minnesota Mutual Life; 
and Claude L. Benner, president of 
Continental American Life. 








Texas Life Underwriters 


to Hire Managing Director 


Employment of a full time managing 
director to handle public relations and 
work with local associations on mem- 
bership was authorized by directors of 
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‘Texas Assn. of Life Underwriters. at a 
meeting in Austin last week. Selection 
of the man to fill the job may be de- 
ferred until directors meet in Decem- 
ber but the group hopes for earlier 
action. 

An examination manual to be used 
in conjunction with the new qualifica- 
tion law for agents will be released 
shortly. Directors also considered re- 
ports of various committees and dis- 
cussed a membership drive to boost 
-membership from a present 3,680 to 
4,005 by the end of the year. 


Seattle Managers Hear Stull 

Franklin G. Stull, Seattle agent for 
Penn Mutual Life and Occidental Life 
of California, addressed a recent meet- 
ing of the Seattle Life Managers Assn. 
on the subject of recruiting. 





Marshalitown, Ia.—Gerald Malone of Ames, 
regional vice-president of the state association, 
talked on sales techniques. Harry Livingston, 
a past president of the state association, was 
presented a citation for outstanding work as 
instructor of LUTC courses. 


Milwaukee—Aubrey Comey, National Life, 
Vt., was installed as president at the first fall 
meeting. A past president’s gavel was presented 
to Clyde S. Coffel, Phoenix Mutual, retiring 
president. Diplomas were given to 14 members 
who had completed the L.U.T.C. training 
course. Mr. Comey announced that the course 
will be resumel next month in quarters pro- 
vided at the Northwestern Mutual home office. 
Part I classes will be held Wednesday after- 


noons, starting Oct. 26, and Part II on Fridays. 
During the coming school year the University 
of, Wisconsin in Milwaukee will offer Part D of 
the. C.L.U. course. Classes will be held late 
Monday. afternoons at the extension building 


Kokomo, Ind.—D. L. Hodson, Howard county 
prosecuting attorney, was the speaker. 


Lansing, Mich.—CLU certificates were pres- 
ented at a meeting addressed by Harold C. 
Brogan, Ohio: National Life, Lansing, secretary 
of the state association. 


District of Columbia—Lester O. Schriver, 
managing director of National Assn. of Life 
Underwriters, will address the first fall lunch- 
eon meeting Oct. 20 in Willard hotel. 


Toledo, O.—Ralph G. Engelsman, New York 
City life insurances sales consultant, will con- 
duct an all-day sales school Oct. 21. 


San Francisco—The value of a national quali- 
ty award was discussed by a panel consisting of 
James V. Lawry of Northwestern Mutual, 
Bernard Jaffe of Penn Mutual, Estelle Walsh 
Nagle of New York Life and Leonard White 
of Northwestern. Each has received the award 
for 11 consecutive years. George Paldi, Guar- 
dian Life, the new president, reviewed the 
NALU convention. 


Flint, Mich.—More than 300 persons attended 
a meeting addressed by Kenneth L. Anderson, 
staff editor of Insurance R. & R. 


Los Angeles—Speaker at a breakfast session 
was Hugh Bell, general agent for Equitable of 
Iowa at Seattle. 

Omaha—Thomas A. Ferns, Equitable Society, 


Akron, O., told the agents they have an un- 
limited opportunity to lend a helping hand 
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to the less fortunate. ‘‘Nothing will add more 
to your foundation in the business than dis- 
playing the two main characteristics of life 
insurance—love and unselfishness—in civic ac- 
tivities.” 

New association officers are: President, I. 
W. A. Jones, John Hancock; vice-president, 
R. A. Peters, Equitable Society; secretary, C. 
L. Doane, Mutual Benefit Life; treasurer, L. 
V. Clark, Connecticut Mutual. 


Pasad Cal.—Speaker was Frank Bettger, 
author of the two famed books on salesman- 
ship. The Pomona branch at a separate meet- 
ing heard a discussion of “Organized Produc- 
tion” by E. W. Griswold, New England Mutual. 


Muskegon, Mich.—An LUTC course will be 
offered by the association this year, with 
Howard B. Morris of Liberty L. & A. serving 
as instructor. Previously agents desiring to take 
the LUTC program had to travel to Grand 
Rapids. 


Madison—George A. Bennington, superin- 
tendent of agencies for Penn Mutual Life, was 
guest speaker at the opening meeting. 


Lansing, Mich.—A report on the NALU St. 
Louis meeting was made at the opening session 
of the season by Harold C. Brogan, Ohio Na- 
tional Life general agent and secretary of the 
state association. 





Seattle—Lester Shriver, managing direc- 
tor of NALU, was the speaker at the first fall 
meeting of the association. 


San Antonio—Life Managers Club heard a 
report from Marion Coulter, Washington Na- 
tional Life, chairman of the LUTC committee 
who stated that two classes will be held this 
year. 

Barney T. Matteson, State Mutual Life, re- 
ported that there were 30 to 35 prospects for 
the CLU course to be offered at Trinity uni- 
versity. 

Sidney Wiedermann, Union Central Life, 
gave a brief explanation of the agent’s quali- 
fication law, effective Sept. 6. 

O. P. Schnabel, Jefferson Standard Life, 
spoke of the problems which have developed 
in erecting the national NALU headquarters 
in Washington. 


Nashville—Davidson County Judge Bev- 
erly Briley spoke on ‘The Citizen’s Estate,” 
and intestate cases, at the first meeting of the 
describing probate court operations in testate 
season. 


Sheboygan, Wis.—Fred Nuerberg, Security 
Mutual, spoke at the September meeting, re- 
viewing legislative action on life insurance 
bills in 1955. He commended the appointment 
of Alfred Vande Zande as insurance commis- 
sioner. 


Wisconsin Rapids—Donald Barnes, advertis- 
ing director of Institute of Life Insurance, 
addressed a dinner meeting of central Wiscon- 
sin and Wisconsin Valley Life Underwriters 
associations here. Mr. Barnes also spoke at a 
luncheon of Wisconsin Daily Newspaper Ad- 
vertising Managers Assn. in Eau Claire on 
“Eight Ways to Revitalize Newspaper Adver- 
tising Selling.” 


Amarillo, Tex.—B. P. Atkinson of American 
General Life and president of the state asso- 
ciation predicted there will be a period of 
“disillusionment” in Texas as buyers of risky 
insurance company stocks realize the true 
value of their holdings. He said, ‘‘Profiteering 
insurance companies which have depended on 
stock promotion schemes may now attempt to 
sell policies at ‘padded premiums’ fo replace 
the lost source of revenue.” 


St. Paul—Life Underwriters Assn. held its 
first meeting of the year at Ryan hotel, Sept. 
12. 


Orangeburg, S. C.—William S. Hendley, 
chairman of the field practices committee of 
the National association, spoke at the Septem- 
ber meeting to an attendance double the 
usual number. 


Flint, Mich.—John Buchanan, Equitable So- 
ciety, has been named president for the com- 
ing year. He succeeds Schuyler Seymour, Con- 
federation Life. Other new officers are: First 
vice-president, Arthur Gosline, National Life 
of Vermont; second vice-president, Raymond 
Gremel, Manufacturers’ Life; secretary, Ronald 
Swartz, Midland Mutual, and treasurer, Bert 
Christenson, Monumental Life. 


Chicago—State Senator Lottie H. O’Neil will 
address a meeting of Women Life Underwrit- 
ers at the Central YMCA, Oct. 6, 12:15 p.m. 
Senator O’Neil will survey problems of cur- 
rent interest and relate them to life insurance. 

B. N. Woodson, president of American Gen- 
eral Life, will address the opening meeting of 
Life Agency Managers of Chicago, Oct. 11, 
12:15 p.m., Chicago room, Hotel LaSalle. His 
subject will be ‘“‘The Type of Career The Life 
Insurance Business Offers.” 

The first meeting of Group Supervisors club 
will be held at the Morrison hotel, Oct. 10. 
Ramon J. Silverberg, Home, will be the 


speaker. 


103 Qualify for CLU _ {sees 
Designation in Canadg |! . 


Life Underwriters Assn. of Canaq, Rese: 
has, awarded the CLU designation t, this i 
103 agents who successfully completej and t! 
the examinations and fulfilled .all neo.| would 
essary requirements. Five others haye| Brow! 
been awarded the designation of agg} The 
ciate CLU. tion 0 

Approximately 700 candidates Wrote retire! 
the first, second and third year ¢y.} io sol 
aminations this year. Of 141 who wrot, insure 
the final examinations, 117 passeq but} care k 
only 103 qualified in all other Tespects,| age 17 

About 60% of approximately 400] insure 
candidates who wrote the first yeg 
examinations were completely succes. 
ful and about 65% were successful jp 
the writing of second year examin; 
tions. The majority of the unsuccessfy) 
candidates passed most of the examin. 
ations and will be permitted to pr. 
ceed to the next year of study with 
the stipulation that they write supple. 
mental examinations in the subjects 
failed. 


N. E. Life Appoints 
Miss McCarthy, Gates 


New England Mutual Life has ap- 
pointed Miss Anne M. McCarthy ani 
Charles C. Gates investment officers, 

Miss McCarthy joined New Englanj 
Life’s investment department in 1948 
becoming security analyst in 1950 and 
manager of retail trade investments in 
1952. 

Mr. Gates joined the investment de- 
partment as public utility analyst in 
1946 and became manager of public 
utility investments in 1951. 
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Prudential, Metropolitan 


Win Safety Council Awards 


Metropolitan Life and Prudential 
were among 12 companies to receive 
national home safety awards presented 
by National Safety Council in recogni- 
tion of public service in home accident 
prevention during the past year. 

Metropolitan received the award for 
“conducting home, child and commun- 
ity safety programs which developed 
widespread interest nationally in home 
and child safety; cooperation with local, 
state and national organizations in de- 
veloping and conducting home and 
child safety activities, and for develop- 
ing and promoting health and safety 
educational programs in industry, espe- 
cially in relation to home, child and 
community safety activities.” Unt 

Prudential’s award was for “spon- | per! 
soring a year-round child safety pro- ¢ idle 
gram in 11 western states. This was | not, 
highlighted by child safety week, 4| anc 
child safety manual containing news| nt 
stories and radio and television copy, | .an 
with distribution of a movie, “Mrs. 
Hazard’s House,” and_ photographs, 
posters and ene million pieces of 
printed material.” 
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John Hancock Finance 


Committee Stages Meet 


Officers and board members of John 
Hancock participated in a presentation 
of a meeting of the finance committee 
on the stage of John Hancock hall at 
the general agency leaders’ meeting 
held in Boston. I 


Those who took part were: Ralph | lim 
Lowell, president of Boston Safe De- | ex; 
posit & Trust Co.; Philip H. Theopold, | 4. 
partner in Minot, DeBlouis & Ide | x. 
son; Byron K. Elliott, executive vice- ihe 
president; Paul F. Clark, president and a 
chairman of the finance committee; | ‘P 
Bishop C. Hunt, 2nd vice-president and | Cov 
economist; William M. Rand, former wh 
president of Larges merry Co.; | pat 
Thomas D. Ca president :o an 
L. Cabot, Inc.; and John Q. Adams, a- | ica 


sistant treasurer. 
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Sees Tighter Market 
for Group A&H 


(CONTINUED FROM PAGE 3) 
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expense and 
medical expense have already been 
accepted as part of the portfolio of 


‘This is a sccially desireable provision, 
‘and the actions of several companies 
would indicate that it is practical, Mr. 
Browning said. 

The problem of providing continua- 
tion of medical care coverages beyond 
retirement age is much more difficult 
to solve. It parallels that of group life 
insurance in that the cost of medical 
care benefits increases with advancing 
age much as does the cost of term life 
insurance prctection. No truly satisfac- 
tory answer has been found in group 
life, but in the solutions tried there are 
at least three which may be tried again 
in the field of medical care coverages: 

1. The coverage may be substantially 
restricted after retirement to reduce 
the cost to a level which the retired 
employe can afford to, and would be 
willing to, pay from his current re- 
sources. 

9. The higher cost of coverage after 
retirement may be met by a substantial 
increase in employer contributions with 
respect to retired employes, the cost 
being met as the protection is provided 
during retirement years. 

3. The higher cost of coverage after 
retirement may be anticipated and 
funded during active working years. 

e e e 

No one of these approaches is pop- 
ular and each has its drawbacks, he 
said. However, the insurance business 
and employers generally must give 
very serious consideration to trying to 
develop a workable method of provid- 
ing reasonable protection after retire- 
ment. Failure to do so will be met by 
increasing pressure to provide such 
protection during retirement years 
through a governmental mechanism. 

The group business has concerned 
itself with replacing income lost as a 
result of death, old age or disability 
and with helping to meet expenses of 
medical care. Only two areas of this 
broad field are readily apparent as 
being areas in which some form of 
group coverage is not already generally 
available. One is replacement of income 
lost due to prolonged periods of dis- 
ability; the other is coverage of the 
expenses of dental care. 

o o e 

Some experiments are already going 
on in both of these fields; doubtless 
more will be tried, Mr. Browning said. 
Until the experience from these ex- 
periments has been evaluated, it is 
idle to say that these either are, or are 
not, proper subjects for group insur- 
ance. By the same token, however, 
until there is evidence that these risks 
can be satisfactorily handled by group 
insurance, it can be expected that the 
business will view them with caution, 
if not with skepticism. 

‘It is true that both major medical 
comprehensive major 
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group coverages. However, they have 
been originated so recently that they 
are still in the developmental stage and 
therefore can properly be called cover- 
ages of the future. 

During the past 10. or 15 years many 
limited forms of insurance of medical 
expenses have been developed, such 
as in-hospital doctors calls, diagnostic 
X-ray and laboratory services and ex- 
penses for care of disabilities due to 
Specified causes, such as polio. These 
coverages have been put together in 
what often appears to be'a crazy-quilt 
pattern. Major medicak expense;insur- 
ance and comprehensive major med- 
ical .expense tend to make. insur- 
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ance protection in this field both more 


adequate and more intelligible to the 
public. As a consequence, it can be 
expected that these coverages will 
become increasingly popular and grad- 
ually replace the splinter coverages for 
a large proportion of the population. 

The development of these new forms 
of insurance without built-in limita- 
tions upon the amounts which will be 
reimbursed for charges for specific 
type of medical services makes it more 
than ever apparent that insurance must 
intensify its efforts to improve the 
working relationships between the bus- 
iness and doctors and hospitals. The 
bureau in its own right and as one of 
the principal members of Health In- 
surance Council, has done important 
work in this field. Much has been 
accomplished, but much more needs to 
be done, Mr. Browning said. 

The group business, in fact the entire 
A&H business, is faced with a choice 
of roads and soon the business, togeth- 
with the medical profession will con- 
sciously, or unconsciously choose be- 
tween two courses of action. One, the 
road of self-sufficiency, will lead to the 
ignoring of the problems of the medieal 
profession and the needs of the insuring 
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public. It will be beset with misunder- 


standing and mistrust between dcctors 
and hospitals and the insurers. It will 
lead to unwarranted increases in the 
cost of medical care and therefore in 
the price of insurance of medical ex- 
penses, and it will lead to public 
dissatisfaction with both the medical 
profession and the insurance business, 
and ultimately to the deterioration of 
the positicn of voluntary insurance to 
the point where governmental inter- 
vention in this field will be inevitable, 
Mr. Browning said. 
e J 

The other road will be difficult to 
follow. Much trail blazing will be 
necessary and it will require the use 
of imagination, the exercise of patience, 
fortitude and understanding. This road 
can lead to greater mutual understand- 
ing, there will be close ccoperation and 
with closer cooperation medical ex- 
pense coverage will effectively serve 
the needs of the insuring public. 

This choice is the most important 
single development the future holds 
for group insurance and for that matter 
for A&H generally, he said. This choice 
will determine the future pattern of 
the business. 


N. Y. Blue Shield Makes - 


Increase in Benefits 


New York Blue Shield has. increased 
its benefits, effective Oct. 1, for all 
subscribers to provide: 

Radiation therapy for malignancies 
treated in or out of the hospital and 
electro-shock therapy in or out of the 
hospital; adjustment of allowances for 
many surgical procedures; surgical care 
for babies under family membership 
from birth for illness or injury. Babies 
under family membership formerly did 
not become eligible until 90 days of age. 

Subscribers under surgical-medical 
or general-medical plan protection will 
receive these increased benefits: 

Medical care in the hospital extended 
from 112 to 201 days for each admis- 
sion; in-hospital medical care for babies 
under family membership from birth - 
instead of the 90-day eligibility re- 


medical protection. 





Heads New Pru Office In Ohio 

Prudential has opened an ordinary 
office in Youngstown, O., with James 
E. Smallwood as manager. He has been 
with Prudential for more than a 
year at Cleveland. 


NEW SECURITY 
PROGRAM 


He who would sell financial security to others must first have 


Our Security Program for National Life associates in Home Of- 
fice and Field has recently been liberalized to the point where 
we think it is the best in the business, all of it administered by 


our own Company. 


Despite substantial additions to the plan, there was no increase 


in individual contributions. 
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Top Management Can't 
Ignore A&H Problems 


(CONTINUED FROM PAGE 5) 


switching the basic approach to the 
public to cne covering three hazards of 
life rather than two, and not through 
permanently unrelated 


any special 
organization or department. 


From the start, the company inte- 
grated accounting, premium collections 
and billing, commission payments, and 
such things as advertising and sales 
promotion. At first, the A&H depart- 
ment handled its cwn underwriting, 
policy issue and claims work. As soon 
as a sound policy issue procedure and 
trained personnel had been established, 
the activity was transferred into the 


general policy issue division. 
More recently, having develcped pro- 


per personnel and procedure, A&H 


underwriting has been integrated with 
the regular underwriting division and 
A&H claims have been transferred 
into the regular policyholders service 
division. 

The company woke up to the fact 
that it was partially in the A&H 
business without openly admitting it. 
It already had the work on such things 
as double indemnity, disability income, 
and waiver of premiums. But both the 
underwriting and claims work have 
improved by the transferring of them 
to the A&H divisions, he said. 

The company still has problems: It 


has to much cash reimbursement bus- 
iness with its problems of low average 
premiums, high premium frequency 
and high lapses as compared with the 
life business. It has not yet developed 
enough long term income business. It 
started with only the commercial line 
and recently introduced the non-can- 
cellable disability line. But, frankly, 
Mr. Furey said, the company is satisfied 
with the business. 

Improvements are still needed in the 
operation of the plan, particularly in 
developing sales material, the training 
program and the education of the field 
forces in the three-way sale, but these 
will work out in time, he said. 





Union Central ‘On Time’ 


in $2 Billion Campaign 


Union Central Life closed the first 
month of its $2 billion in force cam- 
paign, begun early in August, with 
production well in excess of the goal. 
August business of $23,922,273 was 
more than $5 million above the goal 
and was the best August total in 
company history. 

It was announced at the beginning of 
the $2 billion in force campaign that 
production of $18 million monthly 
would be necessary to achieve the goal. 

During the first two-thirds of the 
year, Union Central had sales of 
$180,592,245, including $22,334,300 of 
group written on U. S. employes. Sales, 
excluding government insurance, are 
30% ahead of the same period in 1954. 
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Warns State Regulation 


Can Pass to Federal 
(CONTINUED FROM PAGE 4) 
asked. It seems to him ridiculous to 
say that the public interest of the 
pecple of any one state is different 
from the public interest of the people 
of another state. All the policyholders 
of a particular company are entitled 
to protection whether they be resi- 
dents of the state of domicile or not, 

he emphasized. 

Many insurance lawyers would like 
to have the question of FTC jurisdic- 
tion settled by the court of last resort. 
He, too, would like to know what the 
court would say. However, to push 
the matter to ultimate decision would 
necessitate long and expensive litiga- 
tion, and probably adverse publicity. 
Perhaps the approach now being con- 
sidered by the National Assn. ef Insur- 
ance Commissioners—to establish a 
set of fair trade practice rules and 
regulations dealing with false and mis- 
leading advertising and recommend 
the adoption of such rules and regula- 
tions by the states—is the proper one, 
he said. 

No assurances can be given that 
this will result in a permanent solu- 
tion of the differences between the 
states and the FTC but the indications 
are that it may do so. The eommis- 
sion is apparently giving more thought 
to that portion of the statute directing 
it to prevent the use of unfair practices 
in commerce and less thought to the 
punishment of those who may have 
unintentionally failed to meet its 
standards. It has been suggested that 
the FTC might be willing to withdraw 
its complaints against those companies 
which have revised their advertising 
in accordance with the dictates of the 
commission and signified an intent to 
eliminate any abuses in the future. 
This would mean that the commission 
would proceed only with the com- 
plaints against companies that refuse 
to recognize any merit to the allega- 
tions of false and misleading adver- 
tising. Such a procedure would con- 
template the reevaluation of current 
advertising in the light of what the 
commission believes to be proper ad- 
vertising. He said he hopes the com- 
mission will adopt a new policy along 
these lines. 

It must be obvious that it is not in 
the public interest to prosecute compa- 
nies for alleged abuses which had not 
considered as such ‘aécording to previ- 
ous standards and with respect to 
which they are no longer guilty, he 
said. Mr. Knowlton also expressed the 
hope that the FTC may become con- 
vinced of the sincere desire of the 
states to adopt and enforce fair trade 
practice rules and regulations and 
assist the states by its advice and 
counsel in the promotion of high, ethi- 
cal standards within the purview of 
state regulation. In this way, it may 
become party to an implied agreement 
to let the states supervise unfair trade 
practices, leaving the vexatious ques- 
tions of jurisdiction and dual authority 
unsolved. 


United L. & A. Enters 


Participating Field 
United Life & Accident has introd- 
uced a new “executives’ special” plan, 
an ordinary life policy with $10,000 
minimum size, which marks the com- 
pany’s entry into the participating 
eld. 





The new policy is of the low prem- 
ium, low dividend type which retains 
some advantages of non-participating 
policies. It will be issued from ages 
10 to 70, inclusive, with optional addi- 
tion of regular double and triple in- 


September 30, 1955 
demnity, waiver of premium, family 
income and family protection clauses 


The company named the policy “ey. 
ecutive’ special” because its reduceq | 
rates make it attractive in meeting the | 
needs of business executives. It ppp. | 
vides a systematic, guaranteed prograp, | 
for old age income and adds substan. 
tially to the estate of insured, the com. 
pany said. 

Commission rates will be the same 
as for non-participating ordinary lif, 
policies. 

Annual premiums per $1,000 at 
resentative ages are: Age 25, $17.5. 
age 35, $23.36; age 45, $33.29; and age 
55, $50.28. 

Net payments for 20 years are $305, 
39, $406.88, $572.58 and $850.11 when 
issued at ages 25, 35, 45 and 55 re. 
spectively. Twenty-year cash valye 
is $261.11, $340.55, $428.60 and $517.9) 
when issued at ages 25, 35, 45 and 55 
respectively. 





Prudential, Mutual 
Benefit H.&A. in Top 100 


in National Advertising 


Prudential ranked 72nd and Mutual 
Benefit H.&A. 94th among the 100 top 
companies in advertising expenditures 
for the first six months of 1955, ac. 
cording to a table compiled by Leading 
National Advertisers, Inc., from Pub- 
lishers Information Bureau figures, 
They were the only insurance com. 
panies on the list. 

Prudential’s expenditures totaled 
$1,537,293. Of that amount, $3,495 was 
spent in general magazines; $455,410 
in certain nationally syndicated news- 
paper sections measured by PIB; $430,- 
697 in network radio; and $647,691 in 
network television. 

Mutual Benefit H.&A. spent $1,072,- 
726 total. It consisted of $22,240 in 
general magazines; $419,092 in certain 
newspaper sections; $556,109 in net- 
work radio; and $75,285 in network 
television. 

The figures were based on expendi- 
tures in general and farm magazines, 
certain newspaper sections, network 
radio and television. They did not in- 
clude expenditures in newspapers, out- 
door advertising, and various other 
types of media, for which similar fig- 
ures are not available. 





Johnson to Discuss 


Variable Annuities 


WASHINGTON—George E. Johnson, 
president of tHe new Variable Annuity 
Life Ins. Co., will discuss variable an- 
nuities at the Oct. 10 dinner meeting 
of District of Columbia CLU chapter. 


Jefferson Standard Sales School 

Thirty-two agents of Jefferson 
Standard Life attended a six-day sales 
training school at the home office. Seth 
C. Macon, superintendent of agencies, 
directed the school. 








Indianapolis Women Organize 

Indianapolis Life Insurance Women’s 
Assn. has been organized with Mary 
Sasser as president. Other officers are 
Betty Cramer, vice-president, 
Custard, secretary, and Ruth Vandiv- 
ier, recording secretary. 


48 Enroll in SMU Course 

Forty-eight men representing 19 
companies in 10 states, Hawaii and 
Puerto Rico are enrolled in the 33rd 
basic class of the Southern Methodist 
university course. 


MANAGEMENT 
CONSULTANTS: 


Consultants 

















in Marketing and Management 


for the Insurance Business 
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AGH Bureau Plans Merger with Trade Groups 


ONTINUED FROM PAGE 3) 





vice-president of Metropolitan Life, 
said in his reevaluation of the busi- 
5 second day was devoted to an 
informal discussion of problems in the 
field with a panel made up of bureau 
staff members, moderated by General 
Manager J. F. Follmann Jr., answering 
questions put from the floor. 

Socially, the persons attending took 
advantage of the beautiful White 
mountain setting of the hotel. Fishing, 
sightseeing, golf tournaments and 
swimming took up the time of the dele- 
gates and guests when sessions were 
not being held. More than 60 wives of 
members attended the meeting. 

A highlight of the social activities 
was a barn dance and others were an 
informal reception the first evening, 
the chairman’s reception and the an- 
nual dinner at which members with 45 
years of experience in the A&H busi- 
ness were honored. 


The persistency of A&H men was 
demonstrated by Douglas S. Felt, di- 
rector of agencies of Empire State Mu- 
tual Life, when he ran into difficulties 
in getting to the convention. Mr. Felt 
left Jamestown, N. Y., early Sunday 
morning to catch a train at New York 
city. The train, although he did not 
know it, does not travel to Bretton 
Woods on Sunday, and when he ar- 
rived at White River Junction, Vt., he 
was faced with an 80-mile hike across 
the mountains. Seeking other trans- 
portation, he found a service station 
operator with a friend who had an 
airplane—a small single engined mono- 
plane. So, though the rain clouds were 
heavy over the tops of the White 
mountains, Mr. Felt flew between 
peaks and arrived at the Mount Wash- 
ington hotel in time to attend the first 
reception. 

A delicate balance now exists in the 
A&H business which could be tipped 
to the detriment of state regulation if 
not in the direction of federal regu- 
lation, Robert R. Neal, resident Wash- 
ington, D.C., counsel of Bureau of 
A&H Underwriters and H&A Under- 
writers Conference, reported. In re- 
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viewing the activities for the year on 
the Washington scene, he said this 
tipping of the balance to the detriment 
of state regulation could be particu- 
larly true if the insurance business 
and the state insurance commission- 
ers, working together, demonstrate 
any lack of capacity or desire to come 
to grips with the problems. However, 
he said, there is no development to 
date which should cause any change 
from a position of unqualified support 
of state supervision. 


The subject of health will probably 
be a campaign issue and it is not un- 
likely that it will be in the platforms 
of both parties, he said. Hearings are 
continuing on union welfare funds at 
the federal level and will soon be con- 
sidered by the states. This and social 
security, which may also become a 
campaign issue, will occupy a consid- 
erable portion of the time and atten- 
tion of Congress, both during recess 
and after it reconvenes. 

Important developments are bound 
to come in connection with the ac- 
tivities of the federal trade commis- 
sion as the state insurance commis- 
sioners go forward with their plan to 
outline rules of advertising for the 
business, he said. Insurance will con- 
tinue to receive the attention of Con- 
gress in connection with the life in- 
surance company tax bill which was 
held over until next session by the 
Senate finance committee. 

Many of the proposals during the 
year call for continuing investigation 
and a definite stand by the bureau, he 
said. The investigation into the field 
of credit insurance resulted in an in- 
terim report which did not recom- 
mend federal legislation, but did call 
for examining the need for new leg- 
islation whether to amend the anti- 
trust laws, and whether public law 
15 should be amended or repealed. 
The report, he said, demonstrates 
mounting impatience on the part of 
the federal government with state reg- 
ulation in the field. 

The bill passed by the House to 
regulate the small loan and pawn- 
broker business in the District of Co- 
lumbia portends to remove certain al- 
leged abuses, such as excess amounts 
of insurance, high fees, etc., on the 
part of the lenders, but it has gone 
further than necessary since the bill 
would deprive the borrower of obtain- 
ing insurance if he so desired. This 
matter must be further considered by 
the bureau and the conference to de- 
termine what position should be taken 
when the matter reaches the Senate. 


The investigation and report of the 
subcommittee on union welfare and 
pension funds finds fault with labor 
and management generally as being 
unprepared to cope with the complex 
problems incident to the regulation 
and administration of such plans. He 
quoted at length from the report and 
said that while it did not recommend 
specific legislation, it indicated the 
committee’s conviction that complete 
disclosure provides the most effective 
single deterrent to malpractice, mis- 
management, and waste, and there- 
fore, consideration should be given to 
the feasibility of requiring all pri- 
vate employe welfare and _ pension 
plans to register and to file annual 
reports with a federal agency and, in 
addition, there should be provisions 
for inspection, supervision, and en- 
forcement. 


During the subcommittee hearings 
members stated they had some doubt 
as to the effectiveness of state super- 
vision in the area of welfare and pen- 
sion plans because of the diversity of 
jurisdiction or the inability of the 
states to regulate across state lines 
and the lack of uniform regulation or 
the ability to remove the citus of a 
case from one jurisdiction to another. 

It is reasonable to presume, Mr. 
Neal said, that Congress will continue 
to retain interest in welfare plans es- 
tablished under a federal statute, and 
it would not be surprising to see leg- 
islation of the disclosure type intro- 
duced for possible enactment. 

e e e 

Regarding the FTC citations against 
31 companies charging them . with 
using false and misleading advertis- 
ing, Mr. Neal said the lack of pattern 
or regularity thus far exhibited by 
FTC makes it impossible to predict 
just when more companies will be 
cited, if they are to be. 

A complete code of rules designed 
to govern the publication of A&H ad- 
vertising, describing also the proce- 
dure by which it is prepared, is ex- 
pected to be submitted to the execu- 


tive committee meeting of the bureau 
this winter. 

It cannot be accurately determined 
which problems will receive the more 
immediate attention of Congress when 
it reconvenes, but all legislation intro- 
duced in the first session, including 
the reinsurance bill or the Ives-Flan- 
ders bill for subsidizing prepaid non- 
profit medical care plans, a mental 
health measure, or others are bound 
to come before the new session, he 
said. 

The bureau is aware that the A&H 
business is faced with both a challenge 
and an opportunity now that it is sub- 
jected to criticism and is faced with 
deep public responsibility, J. F. Foll- 
mann, general manager of the bureau, 
said. It is a challenge to gear the pri- 
vate insurance mechanism to meet the 
growing public-socio-political demand, 
to remove all irrritants from the ‘susi- 
ness, in public relations and to apprise 
the public of the security and service 
available through the means of A&H 
coverage. 

Reviewing the year’s activities of 
the bureau, he pointed out that 13 
companies had joined the bureau, 
bringing company membership to 102, 
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Throughout its 65 years, the Woodmen of the World has been 
a pillar of strength in countless thousands of American homes. 

In happiness and in sorrow, it protects its members with safe, 
sound, legal reserve life insurance PLUS the many extra benefits 


Woodcraft’s fraternal and social 
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LIFE INSURANCE SOCIETY 
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which have an aggregate A&H pre- 
mium volume of more than $1,282,- 
000,000. Last year, he said, the busi- 
ness grew 10.9%, in the past decade it 
has grown 398% and since 1941, 679%. 
There is no present indication of either 
its cessation or its diminution. At the 
end of 1954 the total A&S premium 
volume was $2,547,000,000, and 104 
million persons had some form of vol- 
untary hospital insurance, more than 
89 million had surgical expense cov- 
erage, more than 50 million had med- 
ical expense, and three of every five 
employed persons had some degree of 
protection against loss of income re- 
sulting from accidents or sickness. 

The insurance business has_ been, 
perhaps, caught off-guard with respect 
to the mushrooming of these develop- 
ments. Thought habits and processes 
have to be readjusted. Meanwhile, Mr. 
Follmann said, the attitude of many 
public opinion leaders is affected by 
these developments. 

He went on to describe the work of 
the bureau and its various problems 
including the FTC citations, the NAIC 
concern over facets of the business, 


federal and state legislation and pro- 
posals, and the work of the task forces 
set up by the Joint Committee on 
Health Insurance to consider problems 
of the business. 

Appreciable results have been ac- 
complished in public relations during 
the year in an effort: to provide in- 
formation for the people concerning 
the business. 


Unfavorable A&H legislation in the 
next several years was forecast by 
John F. McAlevey, counsel of Bureau 
of A&H Underwriters, in his report 
on legislation and regulation. 

Many of the bills introduced this 
year struck purposefully at basic prin- 
ciples in A&H and made 1955 one of 
the most difficult years which the bu- 
reau has faced on the legislative front 
in its 64 years, he said. 

He went into details of the new 
laws concerning cancellation in North 
Carolina and Ohio and discussed rate 
regulation bills which have been pro- 
posed in several states. 

The uniform individual A&H policy 
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FIELD SUPERVISOR 


Can YOU qualify as a Field Su- 
pervisor In our expansion pro- 
gram? 

YOU will receive a top salary plus all ex- 
Pp YOU should be under 40 and have 
both Life and A&H experience in personal 
selling, training, and supervising. YOU will 
spend most of your time in the field with 
our managers and agents. 

Federal Life, chartered in 1899, is strong 
and progressive. We have an ideal selec- 
tion of policies and the strength and en- 
thusiasm fo sell them. Write giving full de- 
tails (all replies confidential) to Emery A. 
Huff, Vice President & Superintendent of 
Agencies, Federal Life Insurance Co., 168 
N. Michigan Ave., Chicago |, Ill. 





WANTED 


Assistant to President 


Experienced man to handle sales pro- 
gram for a fast-growing, new stock 
legal reserve company, now operat- 
ing in two states. Plan to expand to 10 
states next few years. Company sells 
non-cancellable health, accident, and 
hospitalization insurance on a mass 
basis. Man must be thoroughly experi- 
enced in organizing home office a 
field training program. Good salary, 
expenses, plus opportunity for partici- 
pation in profits. Opportunity to earn 
$20,000 per year for a real worker. 
Located in the heart of the midwest. 
All replies strictly confidential. Write 
Box No. H-36, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








An aggressive Home Office Sales Manager 
@ Utah capital stock company specializing 
Ilfe insurance. We prefer a man who has 
experience in both the fleld and home office. 
Duties require ability to hire, train and super- 
vise agents, also to develop advertising and 
promotion work in the Home Office. Successful 
background with proven ability to recrult and 
train men necessary. When replying, give fulb 
detalis as to background. Reply fo Box 2460, 
Salt Lake City, Utoh. 


Esg 


LIFE INSURANCE 
Northwest's largest casualty & fire managing 
general agency considering establishing a life 
department. We are represented by more than 
600 local agents throughout Minnesota, lowa, 
Northern half Wisconsin & U.P. Michigan. 

We would want a progressive, medium size, 
financially sound well managed company. 

If your company is Interested, we shall be 
glad to arrange a confidential meeting with 
one of your Officials. Please contact 

Mr. J. E. Reimann, Jr. 
Fred L. Gray Company 
“The House of Insurance" 
816 2nd Avenue South 
Minneapolis 2, Minnesota 











Dreaming about moving to 
CALIFORNIA? 


Why wait ‘til you retire. It isn't easy, but 
it's worth it! H you need advice, maybe | 
can help you, I’ve been through it. 

We need a brokerage supervisor, and will 
have room for 2 good producers in our new 
one ot the fabulous Beverly Hilton. Con- 
ult your company first, then write me in 
confidence. | may come east this fall. 


G. OPPENHEIM, GEN’L AGT. LINCOLN NAT'L LIFE 
211 S. BEVERLY DR., BEVERLY HILLS, CALIF. 











PUBLICATIONS EDITOR 
Experienced insurance editor and 
life insurance agent available for 
handling life company publications 
and publicity. Edited life trade or- 
ganization magazine, insurance 
trade magazine. Practical experi- 
ence in reporting, feature writing, 
production, layout and photogra- 
phy. Write Box H-52, c/o The Na- 
tional Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








provisions law was enacted in six 
states and only three states do not 
have the law. Efforts will be made to 
achieve the law in the remaining juris- 
dictions in 1956. 

As a result of FTC activities gen- 
eral interest has been stimulated in 
various model laws which, it is hoped, 
will divest FTC of jurisdiction of the 
insurance business, he said. These 
bills are the act relating to unfair 
trade practices in the business of in- 
surance and the unauthorized insurers 
process act. 

He said that since the bureau has 
distributed a digest of laws and regu- 
lations pertaining to A&H and added 
three supplements to it, the next de- 
velopment will be to seek out the rea- 
son and background for many of the 
rules and laws existing today so that 
companies may have virtual briefs on 
call for use in discussing questionable 
regulatory proposals. 


Has the sudden growth of A&H 
business during the past few years 
caught the companies by surprise so 
that they have had to spend most of 
their time and emphasis on the pro- 
duction end of the business rather 
than in integrating comvany policies 
and philosophies with the new line, 
Alfred W. Perkins, vice-president of 
Union Mutual Life, chairman of the 
governing committee of the bureau, 
asked in his address. 

If the sudden growth has caught 
the companies by surprise, then the 
so-called problems of the business are 
nothing more than a natural by-prod- 
uct of a dynamic business growing up, 
he said. 

Probably the most frustrating prob- 
lem the business has coped with this 
year is the FTC investigation of ad- 
vertising practices. The ¢ompanies are 
caught in the middle on this one and 
not having any rules to go by, not 
knowing who is the boss and unwill- 
ing to chance unfavorable publicity 
many companies have cut out all ad- 
vertising on both a national and local 
scale, he said. 

“What is misleading advertising? I 
wish I knew, but at the moment it 
would appear that your advertising 
should consist of printing the policy in 
full and even then you had better 
underline in red any exceptions found 
therein,” he said. 


Interests outside insurance have at- 
tempted to identify insurers with the 
internal management of union welfare 
funds over which the companies have 
no control, Louis A. Orsini, manager 
of the group division, said in his report 
on group activities. The bureau has 
never taken an official] stand on cred- 
it A&H written on an individual basis, 
since no bureau companies write it, 
but group credit A&H is something 
else again. The bureau’s required pol- 
icy provisions subcommittee has re- 
viewed the NAIC report of proposed 
rules and regulations governing the 
sale of the cover and will submit its 
comment to the reconstituted NAIC 
subcommittee which is to reconsider 
the recommendations of the original 
report. ao, 

He outlined the program carried out 
on uniform claim forms and other pro- 
grams the bureau has promoted dur- 
ing the-year. ; 

In the climate which the A&H busi- 
ness finds itself today, it is most in- 
teresting to note the. growth which 
has taken place in non-cancellable 
forms of coverage, Francis.T. Crawley, 
manager of the individual division of 
the, bureau, said. Several companies 
have introduced new plans, 


some. 


—— 


guaranteed renewable types and oth. 


ers conventional non-cancellable types 


Premium volume for non-cance]. 
lable in 1954 was 24.7% more than 
that written in 1953. This figure js 
particularly significant when it is reg. 
lized that the increase for the entire 
A&H business for 1954 was 10.9%, he 
said. The percentage of increase of 
non-cancellable premiums written for 
the period of 1950 to 1954 is about 
105.7%. 

The increasing interest, generally, 
in the variations of the guaranteed re. 
newable principle has led to the study 
by task force IV of the Joint Commit- 
tee on Health Insurance, of the prob- 
lems of setting up reserves for non- 
cancellable. New York insurance de. 
partment has opined that it could re. 
quire such reserves on new types of 
coverage. 

The subcommittee on major medi- 
cal expense cover plans to continue 
its study of major medical expense 
contracts as they reach the market, 
and consider any questions raised by 
member companies, he said. 

The subcommittee joined with the 
subcommittee on experimental devel- 
opments in the group field to partici- 
paie in a study of coverages currently 
being offered by the A&H business to 
groups of less than 25 lives. Through 
their joint efforts they drafted a ques- 
tionnaire, which will be circulated to 
bureau members soon. If sufficient in- 
terest is evidenced, results will be 
generally released. 


One of the important problems 
which A&H faces today is providing 
insurance to those who fail to meet 
the customary underwriting require- 
ments. The subcommittee on _ sub- 
standard risks is seeking to work out 
a numerically coded nomenclature of 
impairments. Once established, this 
nomenclature should provide a means 
whereby experience data might be 
collected, studied and evaluated. This, 
in turn, should provide a sound base 
upon which companies could experi- 
ment with substandard risks, he said. 

The description of impairments has 
been completed and there remains but 
to assign a numerical code system to 
the various categories. 

A public relations program is an ob- 
ligation of the insurance business to 
itself, its insured, and to the general 
public, Robert Waldron, associate pub- 
lic relations director of Bureau of 
A&H Underwriters, ‘reported. 

In the year since the bureau’s code 
of practices went into effect, its suc- 
cessful impact on the public and on a 
critical press has been told in the 
front page coverage given it by the 
business's erstwhile critic, the Scripps- 
Howard newspaper chain, he said. 

He detailed the coverage given the 
bureau and its activities as well as 
A&H in the public press and the trade 
press.. 

The past year has indicated the full 
and effective application of the bu- 
reau’s public relations program which, 
Mr. Waldron said, can build for the 
business a standing that will win the 
unreserved confidence and support of 
the public and create in government a 
healthy respect for its progress and 
accomplishments. Too long has A&H 
done too little in winning the good- 
will of the public. In difficult times, 
experience shows that there are too 
few voices around in support of the 
business to be heard above the din of 
criticism and censure. To remove the 
public apathy and show. the sound 
value of A&H in the family economy 
is a job that must be done and done 


at double quick time, he said.” 


The bureau is contemplating a more 


a as 
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active statistical research program to 
provide a scientific background for 
solving the problems of the business 
and to combat criticisms, David Rob- 
pins, bureau statistician, said in his 
report. ; 

Implemented by staff, this program 
envisions the assembling and analysis 
of medical, social, and economic data 
with a view towards providing salient 
information on such points as sub- 
standard risks, major medical expense, 
poliomyelitis, etc., he said. 

pr. E. S. Williams, of Life of Vir- 
ginia, chairman of the advisory com- 
mittee on economics of financing med- 
ical care of the bureau, said the com- 
mittee recommends that the bureau, 
when necessary, reiterate its original 
position on the federal reinsurance 
pill with a more positive statement of 
the fact that the bill will not affect 
the availability or adequacy of insur- 
ance to specified segments of the pop- 
ulation termed the problem areas and 
that for this reason the bureau’s posi- 
tion should be a negative one. 

It was suggested that an explora- 
tion of company activity in merchan- 
dising coverage for the rural popula- 
tion might be undertaken. It was 
agreed that financing of hospital med- 
ical care for persons dependent on 
public assistance or relief should be 
the responsibility of the state or local 
government and such care should be 
financed by direct payment on a reim- 
bursable cost basis rather’ than 
through :in insurance mechanism. 


Fear Effects of Welfare 


Fund Self-Insurance 


(CONTINUED FROM PAGE 1) 
already covered under self-insured 


plans is cited by the maritime union in 
its request to the New York department 
to switch its plan from insured to self- 
insured status. Union lawyers asked 
whether the department’s “open acqui- 
escence” in the continued existence of 
so many self-insured plans shouldn’t 
be interpreted as consent. 

The maritime union pays $3,638,000 
a year on its insured plan. Its consult- 
ant, Martin E. Segal & Co. of New York 
City, estimates that there would be 
about a $120,000 annual saving through 
self-insurance, of which about $81,000 
would be due to the elimination of 
premium taxes. 





Woodard Succeeds Rowland 
as LOMA Director 


(CONTINUED FROM PAGE 1) 

as its first employe. He served as as- 
Sociate secretary until 1951, when he 
was named secretary-treasurer. In this 
capacity he has been responsible for the 
financial affairs of LOMA and LOMA 
institute as well as coordination of 
committee research activities. He has 
also been responsible for the publica- 
tion of the asscciation’s literature and 
its reference service to member com- 
panies. 

Mr. Soelter, whose address followed 
welcoming remarks by Spencer R. 
Keare, president of Federal Life, said 
there “isn’t a business more competitive 
than the life insurance business, and 
yet the representatives of the com- 
panies cf our membership are working 
together in harmony and good fellow- 
ship in their research that is of so 
much benefit to the entire industry.” 

One measure of the contribution of 
the association might be in the in- 
creased amount of business in force 
being serviced by an employe, he 
added. In the association’s birth year of 
1924 it was believed that a good job of 


home office management was being 
performed if an employee was required 
for each million of insurance in force. 
Today it is approaching the astounding 
ratio of one employee to $3 million. 

“In this improvement in efficiency, 
mechanization has played a part, “Mr. 
Soelter said. “A larger factor has been 
the consistent study and attention to 
every phase of office operation. This 
has been possible because it has had 
the encouragement and support of top 
management. 


“The association has been a domin- 
ating influence in bringing about this 
increased efficiency through its em- 
phasis on the continuous study of life 
office operations. The cooperative re- 
search efforts among the membership 
have paid large dividends in reducing 
home office personnel. It is pleasant 
to realize also that this savings has 
been effected without the necessity of 
discharging employees; nor has it con- 
tributed to an unemployment situa- 
tion,” he said. 

Robert M. Green, vice-president in 
charge of Canadian operations of Pru- 
dential, stressed the “intangibles” of 
business management and offered a 13- 
point summary of management philos- 
ophy. 

Mr. Green’s points were: purpose of 
management; quality personnel; pleas- 
ant surroundings; salaries and motiva- 
tion; bureaucracy; one problem-many 
solutions; decisions and committees; 
delegation of authority and responsibil- 
ity; integrity and industry vs ability; 
executive training; leadership is good; 
personality alterations; and decentral- 
ization. 

Robert W. Heffner, vice-president of 
Nationwide, said the management of a 
personnel program can be described in 
four distinct steps. 

First, the situation in which the pro- 
gram will operate must be defined. 
Then, the program should be managed 
in a businesslike fashion. Train each 
person for whom the personnel admin- 
istration is responsible. And last, the 
situation in which the personnel pro- 
gram operates should be reviewed reg- 
ularly, Mr. Green said. 

Mr. Rowland, in his report, said the 
association’s 306 membership is at a 
record high. During the year, 26 new 
members were accepted, including 
three whose applications are pending. 
Ten are associate members. There were 
two resignations. 

LOMA has been working on two 
special projects in behalf of other life 
insurance associations, Mr. Rowland 
said. One has been to design a form for 
furnishing information on policies as- 
signed to banks. The other, still pend- 
ing, deals with use of preauthorized 
check for premium payments, about 
which some banking objections exist. 

LOMA institute created new records 
last year. In May, 7,579 students from 
345 companies and organizations wrote 
13,394 examinations. 

In the first ceremony of its kind, the 
association awarded fellowship dip- 
lomas to 106 graduates of the 1954-55 
session of LOMA institute. The awards, 
made at a special luncheon, bring the 
total number of fellows to 696. 

Warren J. Moore, new president of 
LOMA and executive vice-president of 
Old Line Life, conferred the fellow- 
ships. Richard Boissard, president of 
National Guardian Life, gave the salu- 
tation congratulating the new fellows. 
The response was made by Donald D. 
Fraser, module analyst of Mutual of 
New York. 

The 1956 annual conference of 
LOMA will be held again in Chicago. 
The 1957 meeting will be in Washing- 
ton, D. C. 


National Union 
Wants Grand Jury 
Inquiry Enjoined 


MIAMI—National Union Life has 
asked the circuit court here to force 
the Dade county grand jury to stop in- 
vestigating the company’s activities. 

The move came as four Florida Life 
Underwriters Assn. leaders, in their 
reply to National Union's $10 million 
libel suit, stated that the company lost 
$316,463 last year and “never has earn- 
ed a profit” since 1952. 

In the injunction action, National 
Union included the grand jury’s special 
counsel, Hilton Carr, as a co-defendant. 
Filing of the suit, because of being bas- 
ed on supposedly secret grand jury 
proceedings, brought an aroused com- 
ment from State Attorney Brautigam, 





Circuit Judge Milledge Tuesday dis- 
missed “with prejudice” National Un- 
ion Life’s bill of complaint seeking an 
injunction to force the grand jury to 
stop investigating the company’s ac- 
tivities. 





who termed the apparent leak of infor- 
mation “a very serious matter.” He 
also said that the injunction suit is 
based not on what the grand jury is 
doing but on what it might do. 

In its injunction move, National 
Union declared that the grand jury is 
without authority to do what it is do- 
ing and is engaged in “oppressive, il- 
legal and unlawful conduct.” The com- 
pany quoted Mr. Carr as saying that 
the purpose of the jury’s investiga- 
tion is to determine whether proper 
business procedures are being followed 
to learn the nature of the company’s 
financial structure, and to force it to 
put its house in order. The company 
charges that this “is not within the 
province of the grand jury but of the 
state insurance commissioner,” because 
the grand jury has no authority to in- 
vestigate private citizens where there 
is no evidence of criminal offense. 

The company also sought to have 
one of the jurors, Richard C. Mann, 
an agent of Prudential in Miami, dis- 
qualified on the ground that he is a 
member of the Florida Life Under- 
writers Assn. 

The reply in National Union’s libel 
suit was filed on behalf of the Florida 
association and four co-defendants, 
Alfred J. Lewallen and Thomas B. 
McGlinn, both with Mutual Benefit 
Life at Miami, and Robert A. Thweatt 
of Peninsular Life and E. H. Murphy 
of Independent Life & Accident, both 
of Daytona Beach. 

Basis of the reply was that the de- 
fendants had told only the truth in 
making complaints against National 
Union. The defendants stated the com- 
pany had not been damaged by the 
complaints and there was no intent to 
injure National Union. The reply made 
the point that National Union issued a 
financial statement to stockholders as 
of Dec. 31, 1954, showing assets to be 
$1,078,592 but that last March the com- 
pany listed a total of only $924,235, 
while the state insurance examiners re- 
ported assets of $904,021 in May. 

The reply also cited the surplus fig- 
ures given by National Union, showing 
that the company told stockholders the 
total was $465,321 at the end of 1954, 
whereas a report by the Florida exam- 
iners last May 10 showed $179,400. As 
for liabilities, the reply said National 
Union listed a total of $613,272 at last 


year-end but the examiners put the 
figure at $724,621. 

The libel defendants also stated that 
National Union in 1954 “traded a $200,- 
000 [life] policy” for the Casa Mona 
hotel in Fort Lauderdale, valuing it at 
$187,446 and that the company traded 
10,000 shares of its stock for the pre- 
sent home office building, listed at a 
value of $185,542, although it has been 
assessed for taxes at only $40,100. 

The reply further contended that 
35% of National Union’s assets were 
tied up in three parcels of real estate, 
including the hotel at Fort Lauderdale. 
These properties, the defendants stat- 
ed, were carried on the company’s 
books at $403,567, though assessed for 
only $126,200. 

The reply also hit National Union’s 
claims to be “home-owned” in Miami, 
“Florida’s fastest growing life insurance 
company” and “Miami’s own life insur- 
ance company,” whereas the company, 
though licensed in Florida, is actually 
an Alabama corporation and following 
Insurance Commissioner Larson’s order 
to cease claiming to be a Florida com- 
pany it has obeyed the order. 





Gov. Folsom Enjoins Ala. 


Insurer in Private Feud 


Governor Folsom of Alabama, a 
minority stockholder in Emergency Aid 
Ins. Co. of Elba, Ala., made a personal 
appearance at a meeting of the direc- 
tors recently and handed them an in- 
junction restraining the board from 
transacting any business. 

Emergency Aid was acquired this 
year by Pan-Coastal Life of Mobile, 
and it specializes in auto finance bus- 
iness. President is George C. Wilkinson, 
who is also chairman of Pan-Coastal 
Life. Mr. Wilkinson at one time was a 
supporter of Governor Folsom politi- 
cally but he became estranged during 
the first administration. 

According to newspaper accounts of 
the governor’s activities, he is seeking 
to divest the majority stockholders 
from control of Emergency Aid. Gov- 
ernor Folsom owns about $18,000 of 
the $600,000 capital. 

In recent months, the company has 
had an adverse experience on its ap- 
pliance finance business, mostly in 
portable sewing machines. 





John Marshall Life Is 


Organized in Indiana 


John Marshall Life of Anderson has 
been approved by the Indiana commis- 
sioner and the state securities com- 
mission and will begin marketing a 
140.000-share stock issue immediately 
at $4 a share. : 

President of the new company 1s 
Robert V. B. Love, Anderson. John 
Marshall Love Jr. will serve as secre- 
tary-treasurer; Robert Lathrope, Elk- 
hart, as vice-president. 





Betts to State Mutual 

State Mutual Life has consolidated 
its Minneapolis _ Meer tain 
and St. Paulagen- | Sar 
cies and appointed 
Hugh S. Betts Jr. 
as manager for 
Minnesota with 
headquarters at 
Minneapolis. He 
was formerly gen- 
eral agent there 
for Penn Mutual. 

Bradford Finch, 
former general 
agent at Minnea- 
polis, resigned 
Aug. 31 but con- 
tinues with the 
agency as a personal producer. There 
has been no general agent in charge 
of the St. Paul office since the resigna- 
tion of Loane J. Randall July 31, 1954. 





Hugh S. Betts Jr. 
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Mays’ Controversial 
Career Recalled by Sale 
of Continental Building 


The sale of the Continental building 
in St. Louis to New York real estate 
investors for more than $2 million has 
recalled the controversial life insur- 
ance and banking career of the late 
Edward Mays, who as president of the 
former Continental Life of St. Louis, 
had the building erected in 1930. 

Mr. Mays, was severely criticized 
because he had such a large building 
erected so far from the business section 
of St. Louis and because he was so 
“crazy” as to provide drive-in banking 
facilities for his Grand National Bank, 
which originally occupied the first floor 
of the building. 

Today, the Continental building 
houses many major offices of national 
companies and little space is ever 
available. 

The sale price was far above the 
value allowed when Continental was 
placed in receivership in 1933 by Rob- 
ert E. O’Malley, who was then Missouri 
superintendent. The company was later 
reinsured by Kansas City Life on a 
basis that fully protected policyholders. 
Prior to the final examination of Con- 
tinental, the building was valued at 
$2,175,649 with a contingency reserve 
against that amount of $150,000 for de- 
preciation and plans to increase the 
reserve from year to year. 

Financing on the recent sale of the 
building included a $1% million mort- 
gage placed with New York Life 
through its local representatives, Gir- 
aldin Brothers. The building had been 
sold by Kansas City Life in 1946 to a 
St. Louis firm. 

Mr. Mays died in Arkansas about a 
year ago without seeing how his fore- 
sight in erecting the building at its 
present site and his modern thinking 
in providing banking facilities for an 
automotive age were substantiated, by 
the recent sale of the Continental 


building. 





Cox Named Counsel for 


North American Accident 


Claude C. Cox has been appointed 
counsel for North American Accident. 

Mr. Cox was formerly assistant 
counsel for Continental Casualty, 
where he specialized in A&H claims 
and other legal work since 1941. 





‘Tontine’ Just A Novel; 
Not Tied to NALU Stand 


Readers of The Tontine, which was 
just published by the Doubleday Co., 
will find nothing about the current 
life insurance controversy over the is- 
suance of tontine-type policies, al- 
though there is some interesting and 
historical material on this type of con- 
tract. The book is a two-volume novel 
by Thomas B. Costain. It deals with 
19th century England and the tontine 
craze is the connecting thread that 
runs through the several generations 
that the book covers. 





Error in NAIC Listing 


In reporting last week the chairman 
of NAIC committees, THE NATIONAL 
UNDERWRITER, through a typographical 
error, listed the personnel of the valu- 
ation of securities sub-cor mittee in- 
correctly. Humphreys of Massachusetts 
is chairman of this sub-committee. As 
it appeared, the zone chairman were 
shown as members of the sub-commit- 
tee. The zone chairmen are: I, Humph- 
reys, II, Bowles of Virginia, III, Davis 
of Mississippi; IV, Jensen of North 
Dakota; V, Smith of Texas, and VI, 
Sullivan of Washington. 


Hancock Appoints Wood 
Agency Superintendent 
of New South Division 


E. Wayne Wood, assistant superin- 
tendent of agencies of John Hancock 
since 1953, has been appointed super- 
intendent of agencies. He will super- 
vise 22 general agencies in a newly- 
created southern division. 

The division was set up as part of 
a program for expanding and develop- 
ing the general agency system in three 
major areas. Austin H. Feltus, superin- 
tendent of agencies, will supervise the 
western division agencies and George 
Vinsonhaler, 2nd vice-president, will 
supervise the eastern division. 

Mr. Wood joined the company at 
San Antonio in 1940 and later was ad- 
vanced to agency supervisor. He went 
to the home office as agency assistant 
in 1951. 


Shanks Sees $47 Million 
in Ordinary Sales by ‘65 


(CONTINUED FROM PAGE 1) 
plicants Mr. Holz urged that companies 


make a practice of settling possible 
questions on dates of birth soon after 
policies are issued. 

Mr. Shanks, who acted as _ toast- 
master, emphasized the company’s 
progressive outlook. 

“We’ve pioneered and, God willing, 
we will continue to pioneer,” he de- 
clared, evoking enthusiastic applause. 

Oscar C. Badger, retired admiral and 
a Prudential director, drew a compar- 
ison between the navy’s decentraliza- 
tion program and Prudential’s. He said 
the loss of China to the communits and 
some of the delays and reverses in the 
Korean war were partially due to the 
failure to decentralize military author- 
ity. 








Provident Mutual Makes 


High-Level Advancements 
(CONTINUED FROM PAGE 1) 

last January, following 19 years as 

manager and general agent for Prov- 

ident Mutual at New York. 

Mr. Holt joined Provident Mutual 
in 1917 and has been accounting divi- 
sion manager since 1947. 

Mr. Pcst joined the company in 1927 
and has been assistant manager of 
accounting since 1947. 

Mr. Benson, with the company since 
1930, has been administrative assistant 
for two years. 





Howard Hill, Kentucky 
Department Actuary, 


Joins Lincoln Income 


Howard W. Hill, actuary for the 
Kentucky department, is now actuary 
for Lincoln Income Life. He joined 
the department in 1950. 

In his post with Lincoln, Mr. Hill 
will supervise the actuarial department 
and work closely with the agency de- 
partment in designing new and broad- 
er coverages. 


AFL Backs Disability 
Plan Under Federal SS 


WASHINGTON—American Feder- 
ation is supporting a federal program 
of disability insurance under social 
security, Walter J. Mason, AFL legis- 
lative representative, disclosed at the 
national conference on citizenship held 
here. 





Miss Peggy Gastley, Jefferson Stand- 
ard Life, has been elected president of 
Atlanta Life Agency Cashiers & Office 
Managers Assn. to succeed Mrs. Mar- 
tha Watkins Carroll, Life of Georgia. 


NALU Committee 
Heads Announced 


NEW YORK—President Stanley C. 
Collins of National Assn. of Life Un- 
derwriters has appointed the follow- 
ing committee chairmen: 

Veterans and servicemen, L. J. Gray- 
son, Travelers, Washington, D. C.; 
agents, W. H. Pryor, Connecticut Mu- 
tual, Milwaukee; by-laws, Quan Lun 
Ching, Prudential, Honolulu; compen- 
sation, F. B. Alberts, Aetna, Rochester, 
N. Y.; conservation, Jack White, Pru- 
dential, Los Angeles; constitution, H.W. 
Baird, Northwestern Mutual, New 
York city; convention program, O. P. 
Schnabel, Jefferson Standard, San An- 
tonio; credentials, H. V. Forman, Wis- 
consin National, Kokomo, Ind.; Dis- 


ability insurance, R. L. McMillon, 
Business Men’s Assurance, Abilene, 
Tex. 


Federal law and legislation, G. S. 
Brown, Penn Mutual, Chicago; field 
practices, W. S. Hendley Jr., Mutual of 
New York, Columbia, S. C.; finance, 
Osborne Bethea, Prudential, Newark; 
functions and activities, R. L. Walker, 
Peninsular, Orlando, Fla.; group, D. B. 
Fluegelman, Connecticut Mutual, New 
York city; membership, J. C. Donohue, 
Penn Mutual, Baltimore; publications, 
S. B. Starrett Jr., Guarantee Mutual, 
Omaha; public information, W. S. Cobb 
Jr., Connecticut Mutual, Boston; re- 
lations with accountants, R. B. Walker, 
New York Life, Hollywood, Fla.; re- 
lations with attorneys, H. N. Phillips, 
Sun of Canada, Detroit; cooperation 
with National Assn. of Investment 
companies, B. D. Salinger, Mutual Ben- 
efit Life, New York City; relation with 
other organiztions, Elsie S. Doyle, 
Union Central, Cincinnati. 

Relations with trust officers, P. H. 
Conway, John Hancock, Syracuse; re- 
search and industry development, G. V. 
Hockaday, Equitable Society, Spokane; 
resolutions, J. D. Moynahan, Metro- 
politan, Berwyn, IIl.; social security, 
A. C. Adams, John Hancock, Philadel- 
phia; state law and legislation, O. D. 
Pritchard, Union Central, Indianapo- 
lis; underwriter education and training, 
H. V. Krick, Penn Mutual, New Haven; 
variable annuities, S. L. McCarty, 
Provident Mutual, Albany; women un- 


derwriters, Thelma R. Davenport, 
Northwestern Mutual, Washington, 
D. C. 





Pilot Life Holds Annual 
General Agents’ Meeting 


General agents from 15 states, Dis- 
trict of Columbia and Puerto Rico at- 
tended the annual general agents’ 
meeting of Pilot Life at the company’s 
Pilot Club, adjoining the home office 
grounds in Greensboro. 

Featured were discussions and pan- 
els on recruiting, sales methods, man- 
agement training and introduction of 
the new charted security sales manual. 

Rufus White, vice-president in 
charge of sales, directed the meeting. 
Participants included Robert W. Don- 
aldson, manager of agencies, J. M. 
Waddell, executive vice-president, and 
members of the ordinary agency de- 
partment. - : 


Win World Series Tickets 


Mutual Benefit H.&A. presented tick- 
ets for two world series games to 27 
top producers in a recent company 
sales drive. 

The winners will tour New York 
during their three-day stay and attend 
a dinner given by V. J. Skutt, Mutual 
president; and Bob Considine, INS 
writer and news commentator on a 
— sponsored by Mutual Benefit 





Los Angeles Leads 
Cities for August 


Ordinary Increase 


Los Angeles led large cities in per. 
centage of increase in sales of ordinary 
life for August with 45% while that 
city, Cleveland and Detroit were tieg 
at 29% each for the lead in percentage 
of increase for the first eight Months, 
according to LIAMA. 

Cleveland’s August increase was 32% 
and Detroit’s was 25%. For other large 
cities, the percentages of increase for 
August and the year-to-date, respec. 
tively, were: Boston, 27 and 28; Chi. 
cago, 38 and 24; New York, 26 and 99 
Philadelphia, 22 and 19; and St. Louis 
30 and 23. 


14 Life Company Stocks 
Show Losses in Month; 
Hit by Ike’s Illness 


Fourteen of the 21 most actively 
traded life company stocks, for which 
figures are compiled by Shelby Cullom 
Davis & Co., New York city insurance | 
and municipal bond specialists, show- | 
ed decreases in asked prices in the past | 
month. Six showed increases over the 
28-day period. 

President Eisenhower’s heart attack, 
which caused a general drop in the 
market, also was reflected in the over- 
the-counter sales of life stocks. Asked 
prices of many life stocks were down 
in August but gained in September, 
However, much of the gains were off- 
set by the drop caused when the 
President’s illness was reported. Even 
some of the stocks which show an in- 
crease in asked price in the accom- 
panying table actually recorded a de- 
crease because of the news. But these 
drops are not shown because the asked 
prices of Sept. 27 are compared with 
those of Aug. 31 in the table. 

Performance of the over-the-counter 
life stocks generally follows issues on 
the “big board.” They rallied some- 
what on Sept. 27 from the large drop 
of Sept. 26. 

Below are the bid and asked prices 
at the close of business Sept. 27 and the 
changes in asked prices since Aug. 31. 
The table shows no listed change in 
asked price for Great Southern Life 
stock because none was offered for sale 
in New York City on Aug. 31. 















28-day 

asked 

BID ASKED _ change 
Aetna Life 215 — 3 
Beneficial Sta 33% — 3 
Colonial 142 — 6 
Columbian Nat. ........ 98 105 — 4 
Conn. General ............ 530 560 — 10 
Continental Assur. ...... 178 188 — 9 
BEART, ics seccssscansessesioins 97 13 
Great Southern 110 -- 

CTE TI ov vessnseneccosvacss 3612 —- % 
Jefferson Standard .... 122 132 9 
Kansas City Life ........ 1575 1650 —100 
Life & Casualty .......... 32 34 - 1 
Life of Virginia ......... 145 153 7 
Lincoln Nat. .....sssese 460 475 — 2 

Missouri Ins. Co. ........ 281% 30 — % 
Monumental ............00 88 92 - 1 
National L. & A. ........ 88 92 - 9 
Northwestern Nat. ...... 96 101 6 
Southland Life ............ 220 12 
Southwestern Life 200 3 

TrAVElers oscsccsssccssssseseseee 92 — 8% 








EUGENE A. MAYFIELD, 55, general 
agent of Paul Revere Life at Pitts- 
burgh, died in a Butler, Pa., hospital 
of injuries received two hours earlier 
when the car in which he was a pas- 
senger crashed with a skidding truck 
on the rain-soaked highway outside 
the city. Driver of the car was Julius 
Markoton, 31, agent, who was hospital- 
ized with cuts and bruises. They were 
making a field trip. 
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POINTED at the needs of... 


1} 


Th i m : 
e Businessman The Young Family Man 


be, 
a ' 


- 


This brand-new policy is ideally es : . ; 
‘ 4 : ea This low-premium policy is de- 
suited to provide protection : ‘ 
: ; signed for the young family man 
against a temporary’ business : ; ; : 
ter just getting started in his career 
need. It offers the life insurance ee oe 
lat ap ‘ —when life insurance needs are 
you need at a minimum rate. : nae 
: ‘ ‘ ; i greatest and his budget is limited. 





New MONY 
‘TMT Policy 
offers ‘10,000 

of Life Insurance 


at an initial rate of 


Only 16¢ A Day! 


(BASED ON AGE 30) 


HIGHLIGHTS OF THE ‘‘TEMPORARY MODIFIED TERM’’: 








e Sold in amounts of $10,000 or more. e Sample gross premiums, dividend illustrations 
e Can be converted at any time during the 5- and illustrative average net cost for $10,000: 
year period to the same amount of permanent At Aae 30 a. poe ate 
insurance . . . without further evidence of in- Se ————— (payable at end of 2nd and later policy years) 
surability. - First year $57.20 None 
S Second year $57.20 $25.50 
Third through fifth years $82.70 i $25.50 
Iustrative net cost averages $52.10 a year 
N J At Age 40 
7N MM Fe ] | First year $83.90 None 
UTUAL F EW ORK Second year $83.90 $32.70 
THE MUTUAL LIFE INSURANCE COMPANY OF NEW VORK Third through fifth years $1 16.60 $32.70 
Broadway at 55th Street, New York 19, N. Y. Illustrative net cost averages $77.36 a year 
Life I Accident and Sick Hospitalizatii *Dividend illustrations are in no sense guarantees or even estimates of 





future dividends, which must depend on future experience and the an- 
nual action of the Company’s Trustees. 


MONY TODAY MEANS MONEY TOMORROW! INQUIRIES FROM BROKERS INVITED 


Retirement Plans ... FOR INDIVIDUALS AND EMPLOYEE GROUPS 





They said this period 
was upside down! 


The American business man is a firm believer 
in signs. Along with such well-known mottoes as 
“THINK” and “DO IT NOW”, he is likely 

to cherish—in a corner of his inner sanctum— 

a personal symbol of his life and times. 


The one illustrated came originally from the 
printing industry. But the fussy fault-finder 
who is ready to question anything—including 
the right-side-upness of a period—can be found, 
in less exaggerated form, in many fields. 


The trained life underwriter confronted with 
this type of prospect recognizes that patience 
and perseverance are the keys to successful 
counselling. It is then that the creative 
teamwork of agent and company takes over. 
When that teamwork functions smoothly, the 
insured gets maximum service, maximum 
protection. Nobody can find fault with that. 


The signs and slogans of business are footnotes to the 
history of our times. For ninety years, the Provident 
Mutual underwriter has shared in American history by 
providing an ever-increasing amount of the family security 
that bulwarks our American freedom and enterprise. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 





